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Foreign Credit Risk NISS Names Powers Wash. Withdraws 


Assn. of Insurers 
Gets Set To Operate 


President Kennedy Lauds 
Voluntary Move To Write 
Exporters’ Credit Risks 


Foreign Credit Insurance Assn.—a 
voluntary unincorporated organization 
of 20 leading private insurers—moved 
a step nearer to active operations, fol- 
lowing last week’s conference of rep- 
resentatives of its board of governors 
with President Kennedy and Secretary 
of the Treasury Dillon. Officials of Ex- 
port-Import Bank, with which the in- 
surers are cooperating in the venture to 
increase the total volume of U. S. ex- 
ports, were also present. 


New Board Of Governors 


Earlier this month at an organization 
meeting in New York, the private in- 
surers elected to the board of govern- 
ors Thomas H. Bivin, Great American; 
Vincent McKerrow, Continental-Na- 
tional; Francis A. Lewis, North 
America, with Thomas Torrey as alter- 
nate; William R. Newton, Liberty Mu- 
tual, and John Dillard, Fireman’s Fund. 
Great American is chairman. 

Membership on the board will be 
rotating and will be extended to seven 
companies. The present general mem- 
bership is 20 companies. Invitations 
will be extended through stock and 
mutual associations for other compan- 
ies, which qualify financially and oth- 
erwise, to join. 

J. Dewey Dorsett, general 

(CONTINUED ON PAGE 4) 


Rehearing Sought 
In Tenn. Auto Case 


National Bureau and National Auto- 
mobile Underwriters Assn. have filed 
a petition with Tennessee supreme 
court for a rehearing on the auto rate 
case in that state. Two weeks ago, the 
court ruled against the bureaus in 
their quest for a writ to have the 
commissioner reconsider their request 
for rate increases “on the merits” of 
the filing. 


man- 





Charge Basic Issue Overlooked 


In the petitition filed by James O. 
Bass, Nashville attorney, the bureaus 
allege that the court overlooked con- 
sideration of and failed to decide the 
basic issue. This, according to the bur- 
eaus, is whether a rating organization 
can make rates that are to apply to 
all members’ and _— subscribers—as 
authorized by law—despite the fact 
that individual experience of a com- 
pany of companies might not have ac- 
tuarial credibility to support revised 
rates. 
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President At Annual 
Meeting In Chicago 


National Independent Statistical 
Service at its annual meeting in Chi- 
cago last week found itself facing a 
number of problems arising out of its 
transition from a regional to a national 
advisory and filing organization, with 
a smaller number of members, but 
with a solid foundation and reason to 
be optimistic. Up to about two years 
ago this organization, then known as 
Midwestern Independent Statistical 
Service, operated in only 15 midwest 
states, while National Assn. of Inde- 
pendent Insurers stayed out of that 
territory. Then NAII expanded into all 
states, causing a number of companies 
to decide to use its services nationally. 
NISS changed its operations to a 
countrywide basis. 

As a result, Manager S. Alexander 
Bell, reported, NISS hit its low point 
in membership about a year ago. Since 
then membership has increased and 

(CONTINUED ON PAGE 21) 


Approval Of Bureau 
Fleet Franchise Plan 


The Washington department has set 
aside its approval of National Bureau’s 
fleet franchise rating plan, holding 
that it is “discriminatory and does 
violence to the anti-discrimination and 
ficticious group” sections of the in- 
surance code. 

The withdrawal becomes effective 
Nov. 7, but the bureau may request a 
hearing on the decision. 

William Leslie Jr., general manager 
D. J. McNamara, secretary, and John 
Savage, Pacific Coast manager of the 
National Bureau, are due to meet with 
Casualty Assn. of Washington and 
Washington Assn. of Insurance Agents 
in separate sessions Nov. 8. The bu- 
reau men will try to convince the 
agents that their opposition to the fil- 
ing, credited in some quarters for 
causing the department to reverse its 
stand, is ill-founded. Chances of suc- 
cess in this direction are considered 
nearly nil. 





N.Y. LEGISLATIVE COMMITTEE TOLD 





Laws Needed To Safeguard Life 


Companies Buying Fire Insurers 


No thoughtful argument can be ad- 
vanced in support of the right of life 
companies to write fire and casualty 
lines through a _ subsidiary without 
first establishing adequate legislative 
standards protecting the solvency of 
the parent company and the safety of 
its policyholders, Superintendent Tha- 
cher of New York emphasized during 
the course of the hearing of 
New York’s joint legislative commit- 
tee on insurance rates and regulation. 

Mr. Thacher pointed out that the 
majority opinion in the Connecticut 
General case left in the superintend- 
ent’s hands the right to refuse to re- 
new the license of an insurer after 
the subsidiary has been bought. It is 
this provision that has led some ob- 
servers to see the ruling as a hollow 
victory for Connecticut General. 

The provision “imposes a_ serious 
administrative burden on the insur- 
ance department—a burden’ which 
would be alleviated by more meaning- 
ful standards,’ Mr. Thacher said. 
“Without them, there is a real danger 
of erosion of the New York concept 
that a life insurer should not be per- 
mitted directly or indirectly to do 
business which is not related to the 
business of insurance on human lives.” 


Faces Two Questions 


Facing the state legislature are two 
questions posed by the Connecticut 
General ruling. Should clarifying le- 
gislation be passed to regulate the ac- 
quisition of fire and casualty com- 
panies by out-of-state insurers? And 
should the New York state restriction 
against such acquisitions by domestic 
companies be lifted? 

“In approaching this problem, it 


seems to me that the legislature should 
begin with first things first, Mr. Tha- 
cher suggested. “It must first con- 
sider public policy wtih respect to the 
scope of permissible distraction from 
(CONTINUED ON PAGE 24) 


New York Would 
Oust Bureaus As 
Aggrieved Parties 


Would Set Deviation Terms, 
Combine Fire, Casualty; 
Prior OK Debate Goes On 


NEW YORK—Prior approval vs file 
and use, which has been debated vigor- 
ously up and down 
the country for 
many months, was 
debated again here. 
The occasion was 
a hearing conduc- 
ted by the state’s 
joint legislative 
committee on in- 
surance rates and 
regulation. This is 
the group, long un- 
der the chairman- 
ship of Sen. Con- 
don, which each 
year explores possible needs for changes 
in the insurance laws by the next 
session of the legislature. 


List Recommended Changes 


During the hearing the New York 
department recommended changes in 
the state’s rating law that would (1) 
eliminate rating or advisory organiza- 
tions as aggrieved parties, (2) con- 
solidate the fire and casualty sections 
of the law, and (3) revise the devia- 
tion section to eliminate the right of 
rating organizations to challenge ap- 

(CONTINUED ON PAGE 32) 
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New officers of National Assn. of Mutual Insurance Agents elected at the 
30th annual convention held last week in Detroit. Bottom row, left to right, 
Harry E. Uhler, Baltimore, treasurer; C. Goodman Jones, Bluefield, W. Vz2., 
Ist vice-president; Claude E. Spencer, Danville, Ill., president, and William 
E. Terry, Little Rock, secretary. Four vice-presidents in back row are Thomas 


R. Mote, Piqua, O.; Robert W. Knott, 


New Haven; Ben Kennedy, Oklahoma 


City, and Robert E. Dismukes Jr., Columbus, Ga. 








By JAMES C. O’CONNOR 


The new experience and schedule 
rating plans of National Bureau of 
Casualty Underwriters, which permit 
inclusion of franchise operators as part 
of a single rated risk and, as to auto- 
mobile liability insurance, permit in- 
clusion of automobiles owned by em- 
ployes, while a major departure from 
older positions, clearly embody a de- 
termination to hold their application 
within reasonable limits and not to 
knock down the bars completely. 


Hot Topic 


This development turned into one 
of the hottest topics of discussion, 
public and private, at the recent 
meeting of National Assn. of Insur- 
ance Agents in Dallas, with pro and 
con opinions flying furiously. 

In its explanatory material, the Na- 
tional Bureau pointed out that these 
changes amount to a recognition of 
important developments in the busi- 
ness world. Franchise operations, as 
a substitute for owned retail and serv- 
ice outlets, have become common. 
Likewise, many employers, instead of 
buying automobiles and _ furnishing 
them to their employes, have entered 
into various arrangements with em- 
ployes for use of employe-owned au- 
tomobiles. This is not confined to pri- 
vate passenger automobiles—many 
route salesmen, for example, own 
trucks from which they conduct their 
sales. 


Vulnerable To Loss 


The bureau took the position that 
the traditional single ownership re- 
quirement for eligibility for experience 
and schedule rating had become “rigid 
and unrealistic’ and had made its 
member companies vulnerable to loss 
of business to independents which de- 
veloped group dividend plans and, in 
some cases, formed subsidiary com- 
panies to insure autos of employes. 

The essential element of eligibility 
for both plans is control, even though 
there is no ownership. The franchise 
holders’ plan is obviously intended to 
be restricted to the type of operation 
which gives the public the impression 
that the franchised locations are ac- 
tually owned branch stores, restau- 
rants, service organizations, etc. More 
than simply displaying a brand name 
or trademark or a classified telephone 


Ark. Bars State Farm F.&C. 
‘Protected’ Rate HO Filing 


Commissioner Combs of Arkansas 
has disapproved a filing of State Farm 
F.&C. to write dwelling and home- 
owner risks in suburban areas adja- 
cent to cities at “protected” rates. 
The commissioner held that the filing, 
which would in most cases have rated 
“protected suburban” areas two class- 
es higher than adjoining cities, was 
unfairly discriminatory. 

The effect of such an assignment 
would be that a protected suburban 
risk located in an area adjacent to a 
class four town would have the same 
rate as a risk of similar construction 
and exposure in a class six city. This 
would be so because theoretically the 
same degree of over-all fire protection 
and prevention is available in all class 
six cities. Actually, a suburban pro- 
tected area adjacent to a class four city 
does not have facilities equal to that 
of a class six city, Mr. Combs said. 
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Eligibility Rules, Limitations Of 
National Bureau Franchise Plan 


book listing under the brand name is 
required. 

More specifically, the rules provide 
that all interests must operate under 
a common trade name and must use 
one or more identical products or serv- 
ices obtained through the franchise 
grantor. One source must establish and 
maintain standards regarding manage- 
ment control and must be responsible 
for payment of the entire premium. 


Another Requirement 


Another requirement, which prob- 
ably will cause argument in individual 
cases, is that there must be no legal 
prohibition against ownership by the 
franchise grantor of the operations of 
the other interests. An obvious exam- 
ple is a manufacturer or distributor 
who has been ordered, by virtue of 
an anti-trust or similar action, to get 
out of the retail business and who 
has substituted franchise operations 
for previously owned outlets. 

The underlying requirements for 
eligibility have not been changed— 
the new rules simply permit more in- 
terests to be included and, of course, 
thereby make many previously ineli- 
gible risks eligible. For automobile li- 
ability insurance, the minimum is five 
or more private passenger or commer- 
cial automobiles or three or more pub- 
lic automobiles, the equivalent of this 
exposure in case of hired automobiles, 
an annual payroll of $7,500 if garage 
liability insurance is involved, or an 
annual manual premium at basic limits 
of at least $500 for three or more 

(CONTINUED ON PAGE 20) 


Brook Succeeds Lord 
As Ill. Attorney For 
Lloyd’s Of London 


Herbert C. Brook, partner in the 
Chicago law firm of Lord, Bissell & 
Brook, has been 
appointed Illinois 
attorney-in- 
fact of Lloyd’s of 
London, following 
the resignation 
of John S. Lord, 
effective Nov. 1. 
Mr. Lord was the 
first attorney-in- 
fact in Illinois for 
Lloyds and served 
in that capacity 
for 25 years. 

Mr. Brook has 
been practicing law with what is now 
Lord, Bissell & Brook since he gradu- 
ated from the University of Chicago 
law school in 1936. This excludes 
service during the war. He has lec- 
tured on insurance law at Northwest- 
ern University law school and the Uni- 
versity of Wisconsin school of banking. 

John G. Smith, also a partner of 
Lord, Bissell & Brook, has been ap- 
pointed secretary of Illinois Surplus 
Line Brokers Assn., succeeding Mr. 
Brook in that position. 


H. C. Brook 


Nahm & Turner agency of Louis- 
ville, Ky., has elected William C. Harl- 
lee secretary. He was formerly with 
North America for seven years in Ohio 
and Pennsylvania and most recently 
was in charge of casualty and bonding 
operations in Kentucky. 
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N.Y. Agents Told 


Of Current Events 
At Downstate Meet 


File And Use Law Urged; 
Freedom Of Contract And 
Safe Driver Plan Viewed 


GARDEN CITY, N. Y.— The usual 
capacity crowd at the downstate re- 
gional meeting here of New York State 
Assn. cof Insurance Agents was given 
a capsule review of most every pro- 
blem in the business and heard ex- 
pressions of varied sentiments on each. 
No prior approval rating laws, freedom 
of contract legislation, safe driver 
plans and a call for joint agency-com- 
pany competitive efforts, based on 
better intra-mural relations, were some 
of the highlighted topics. 

In a plea for no prior approval laws, 
John North, chairman Phoenix of Hart- 
ford and president of National Board, 
said that prior approval works against 
bureau companies, gives 
independent filings and deviations and 
puts strain on political aspects involved 
when an official acts on a rate. 
Eyes Commissions 

Mr. North said that commissions 
were not a part of the companies’ con- 
cern in advocating no prior approval 
laws. But agents have injected them 


impetus to) 





into the picture. Prior approval has 


been no deterrent to commission ad- | 


justments where needed, and it will 
not deter reductions in future if com- 


missions are unsound, Mr. North de- | 


clared. 


Agents may block changes in the | 
law but they will not decide “where | 


the public will buy.” The laws of econ- 
omics are bigger than both of us, Mr. 
North said. He urged adequate and 
competitive rates and “no _ politics.” 
Price is the paramount issue today, he 
emphasized. 


Refers To Test Case 


Arthur L. Schwab, Staten Island, | 


the association’s legislative represent- 
ative, again defended the freedom of 


contract law in the state. He does not | 
think the companies’ test of the law in | 


connection with the newest home- 
owners filing will get far. The 
law is clearly written and unless this 
filing meets it, Superintendent Thacher 
will reject it, in Mr. Schwab’s opinion. 
Companies may then ask for a hearing, 
he conjectured. He urged extension of 
freedom of contract. 

He also stressed the need for a study 
this year of the state workmen’s com- 
pensation fund with a view to amen- 
ding the law to bring this competition 
to “a more even footing.” 

The safe driver plan panel quickly 

(CONTINUED ON PAGE 17) 





Simon Heads National 
Producers Conference 


National Insurance Producers Con- 
ference met in New York City to dis- 
cuss a number of troublesome problems 
currently confronting the industry and 
the insuring public. Edwin P. Simon 


———— 


of Chicago, vice-president of National | 
Assn. of Casualty & Surety Agents, | 


was named chairman, and Bruce T. 
Wallace, executive secretary of Na- 


tional Assn. of Surety Bond Producers, } 


was elected secretary of the conference. | 


Plans were made to confer with 
company organizations to explore pos- 


sible solutions to current problems. 
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one modern package policy pro- apartment house owners can get Great American producers have 
land, vides over-all insurance for the the broad, flexible protection a highly competitive sales facil- 
a apartment house, its business _ their property needs—at savings ity with which to tap the lucrative 
s not contents, other buildings on the up to 25%...sometimes more! and rapidly expanding apart- 
w in premises. ment house market. 


I This low-cost policy provides protection against fire and extended. cover- 
nion. | age perils...liability...loss of rental income...numerous other hazards, 
age It offers a wide range of options — some exclusively Great American. 


| It will pay you to learn about this readily-salable coverage. You can, 
com- | easily, by examining the comprehensive sales kit now available to pro- 
a ducers. For further information, get in touch with your Great American 
fieldman or write to nearest office. 
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Korlann Is Named 
Ore. Commissioner 
Replacing Musser 


SALEM—Walter G. Korlann has 
been named Oregon insurance commis- 
sioner by Gov. Mark Hatfield. He suc- 
ceeds V. Dean Musser, whose resigna- 
tion was effective Oct. 31. 

Mr. Korlann has been general agent 
for Capitol Life in Portland since 1941. 
He is past president of Life Insurance 
Managers Assn. of Oregon. He began 
his business career with the First Na- 
tional Bank of Portland and was Port- 
land Clearinghouse bank examiner 
from 1922 until 1926. 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co., 
135 S. LaSalle St., Chicago, Oct 31, 1961 





Bid Asked 
$ $ 

Piste CRE ccccrccesiniinccicicrtmnonns 151 Bid 
ee TIRED... cccisexteessnttaticnmincce 124 128 
American Equitable ........ 22! 2312 
American, Network ........ 2912 30} 
American Motorists _ ..........00 2742 + 30 
RNIN 3 sieuisaccaycensanisesivecukpeectcmnereeehiae 43% 45 
Continental Casualty ............... 108 110 
Crum & Forster ........... 49 52 
INE ickictnseceneuscesnacnersnserss 71 73 
Fireman’s Fund ......... 67 69 
General Re. ............ 182 192 
OE INTE sel itecchrnsy es aetee ena 45 462 
Great American. ......... 55 5642 
Hartford Fire ............. 86 88 
DRGE. sivtariisrciccnsss 49 51 
Home of N.Y. .......... siiiiease 62 64 
Ins. Co. of No. America 109 110 
OTRO TB. vccvescsvsiccserie seecessues 37 39 
Maryland Casualty ..................0000 44 45} 
National Fire ................ 154 159 
National Union ............ 48 50 
New Hampshire ........ 68 70 
BUrGRs TEAWOE  csncsciesecsesss.. 46 47% 
Chio Castaalty  ...<ccccss.. 31! 33 
RINE AIRS sscscsscnxccessrcctuciines 116 119 
POG. WRI. Scciticnine Pa 24% 26 
BROIS: COO OE TA Wa. sicsoresesssssscnse 25 27 
IID 1, acpiacsvitteredbinikcennicconesestmaeacss 68 70 
St. Paul F. & M. ............ 88 90 
PION  TIB ckescscsssinsvessesesscs 414%. 43 
TRV ONETS ciccscscensicvins 156 160 
SETAE: exsmsibaccsticnnistscncvccacions 70% 73 
1, 28s RRO iiciiicttmncraiciadens 3642 38 


Fund Names Powell In Fla. 

Fireman’s Fund has appointed Rob- 
ert A. Powell bond and burglary spe- 
cial agent for Florida with headquar- 
ters at Jacksonville. 
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Report Lefferdink, 
Five Others Indicted 
For SEC Violations 


A federal grand jury at Denver re- 
portedly has indicted Allen J. Leffer- 
dink, president Colorado Credit Life, 
and five other defendants on charges 
of violations of the federal securities 
laws, mail fraud and fraud by wire in 
connection with the operations of Den- 
ver Acceptance Corp. and other organ- 
izations in the Lefferdink empire of 42 
companies. Others indicted are Horace 
B. Holmes, county judge of Boulder 
County, formerly secretary of DAC; 


‘Marion Livingston, former secretary 


and director of seven Lefferdink en- 
terprises; Leslie L. Sayre, president 
First Bank of Brighton, Colo., former 
vice-president and treasurer DAC; Jack 
O. Robinson, vice-president Resolute of 
Hartford, former vice-president DAC; 
and C. A. Peterson, a CPA and former 
accountant for several Lefferdink com- 
panies. 


Allege Nine Violations 


Following a long investigation by 
SEC, the grand jury reportedly brought 
indictments alleging nine violations of 
the federal securities laws, one charge 
of conspiracy, four charges of mail 
fraud, and four charges of fraud by 
wire. 

The operations in question are re- 
ported to have grown out of alleged 
check and draft kiting among some of 
the companies affiliated with Denver 
Acceptance Corp. It is charged that a 
false annual statement of one of the 
Lefferdink insurers was filed in Colo- 
rado and 17 other states. Oklahoma 
called attention to this at the time. 

Lefferdink was released on $10,000 
bond, the other defendants on $5,000 
bond. 


Ind. Says Ins. Corp. 


Of America Insolvent 


The Indiana department has filed 
suit in superior court at Indianapolis 
to liquidate Corp. of America, one of 
the Mark Kroll insurance holdings. 

The department maintains Ins. Corp. 
of America is more than $100,000 in 
the hole. The state has been investiga- 
ting the company for six months. It is 
licensed only in Indiana, but does a 
surplus and excess lines business else- 
where. 


Big Wrap-Up Cover 
Topic Of Hearing 


NEW YORK—The special retrospec- 
tive rating plan which North America 
has proposed for contractors doing 
work for the New York City Housing 
Authority was debated at a hearing 
conducted by the insurance department 
here. New York Compensation Insur- 
ance Rating Board and National Bur- 
eau had declined to file the plan, which 
combines workmen’s compensation and 
public liability in a wrap-up cover 
with limits of $500,000/$1 million. 

The bureau is not opposed to wrap- 
up covers for giant sized construction 
projects but questions whether it is 
proper to determine expense loading 
on a group of projects rather than by 
individual location. If this question is 
resolved by the department in North 
America’s favor, the bureau indicated 
it will be glad to file the liability part 
of the plan. 


Elements Of Plan D 


The proposed coverage uses some 
elements of the national defense proj- 
ects plan and retrospective rating plan 
D. When Russell H. Bent of North 
America testified that the acquisition 
cost allowance of 3% was less than 
half what it would be under plan D, 
Newell Alford, deputy superintendent, 
who conducted the hearing, asked if 
this would not violate the freedom of 
contract law. Under the law, rate 
changes must take into account the 
level of commission paid the preceding 
year. 

Mr. Bent also was asked whether 
the plan, which does not cover com- 
pleted operations liability, would make 
it more difficult for contractors to get 
that coverage. Questioning also sug- 
gested that the WC board regards the 
plan as possibly discriminatory since it 
produces a lesser rate for a contractor 
on a housing authority job and for an 
identical contract for another owner. 

Counsel for the plumbers of the state 
indicated strong opposition to the plan. 

J. E. Lutz & Co. agency at Knoxville 
was honored by Scottish Union on the 
60th anniversary of the agency’s rep- 
resentation of the company. John New- 
lands, U.S. manager, made the pres- 
entation to John E. Lutz. The agency 
was founded 65 years ago by Mr. Lutz’s 
father. 
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FCIA Gets Set 
To Begin Operations 


(CONTINUED FROM PAGE 1) 
ager Assn. of Casualty & Surety Com- 
panies, was named to the same post 
in the new association. Deroy C, 
Thomas also of the casualty organiza- 
tion is acting counsel of the credit 
group. 

FCIA will be the policy issuing body 
in the joint venture with Eximbank to 
protect domestic exporters by writing 
coverage on the political and credit 
risks of foreign importers. The bank 
assumes the political risk, while the 
credit risks will be written by FCIA 
and the bank. FCIA has a stop loss 
provision of $1 million, but the bank 
will act as reinsurer, thus extending 
capacity reportedly to $1 billion. Both 
short and medium term risks can be 
covered under a single comprehensive 
policy. 

To encourage small exporters to ex- 
pand their business, a special compre- 
hensive guarantee will be offered 
through FCIA. The guarantee contract 
will be available only to exporters 
whose direct exports in the preceding 
12 months were valued at less than 
$50,000. It will be limited to a term of 
two years, or a total of guaranteed 
exports of $100,000, whichever first oc- 
curs, and will not be renewable. The 
cover will be a flat 90% for all causes 
of loss, and on a buyer-by-buyer basis 
rather than whole turnover. A flat fee 
per $100 of invoice value will be 
charged regardless of market or term 
of credit, and the cover will be avail- 
able for terms not in excess of 180 
days. 

Congress passed and President Ken- 
nedy signed on Sept. 26 legislation 
authorizing Eximbank to insure U. S. 
exporters against political and credit 
risks up to $1 billion outstanding at 
any one time. This authority made the 
program feasible within the resources 
of the bank. 

Following last week’s conference, 
President Kennedy hailed the private 
insurers for furthering the national in- 
terest in connection with the balance 
of payments situation of the U. S. “I 
believe that American exporters will 
be more disposed to extend credit to 
their customers if they hold an export 
credit insurance policy issued through 
FCIA and that commercial banks will 
be prepared to discount such insured 
paper. Accordingly, our exporters, 
through use of the insurance and bank 
guarantee program, will be better able 
to compete successfully with ex- 
porters in other countries on sales 
where credit is required by the cus- 
tomers overseas,” Mr. Kennedy said. 

FCIA’s next step will be to recruit 
a staff for the operation which will 
have its headquarters at 60 John 
Street, New York. Operations are ten- 
tatively scheduled to begin Jan. 1, 
1962. In getting underway, the private 
insurers, through cooperation of Ex- 
imbank, will have the assistance of 
Henry Rountree, the bank’s chief 
economist and of an English expert on 
the type of credit risks to be insured. 

Adjusters Assn. of Chicago will 
meet Nov. 9 at the Union League Club. 
William McCarran, Hartford Fire, will 
be guest speaker. 





Announcing the formation of 


R. E. YOUNGQUIST & CO. 
Fire — Marine — Aviation — Auto 
16 Years Experience adjusting all lines. 
Telephone 427-0848 
A-1005 Insurance Exchange Bldg., Chicago 4, Ill. 
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Every month thousands 
more families choose 


NEW YORK LIFE! 


Year after year, this demonstrated confidence in New York Life’s 
products has meant increased commissions for brokers— 

and it can for you, too! There’s a plan for every prospect, and 
your selling efforts are supported by New York Life’s 

continuous advertising program. New York Life also provides 
the services of salaried brokerage specialists, located 


in major markets, whose full-time job is working with you. 





Get all the facts today! Write: Brokerage Division “Roger to Serve” = 
[ise & 
oe 


New Yor 4 Life Insurance Company 


51 Madison Avenue, New York 10, N.Y. 


Life Insurance + Group Insurance + Annuities * Accident & Sickness Insurance * Pension Plans 








Sees Mich. Blue Shield 
In ‘Healthy’ Condition 


Despite earlier claims to the Mich- 
igan department that a considerably 
larger rate increase than the one 
granted owas_ necessary, Michigan 
Medical Service (Blue Shield) is now 
in a “healthy” financial condition ac- 
cording to Sumner G. Whittier, execu- 
tive director of the service. 

Mr. Whittier addressing the Kala- 
mazoo Academy of Medicine, boasted 
that “we expect to wipe out last year’s 
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deficit completely and be building up 
reserves wihin a few weeks. Current 
rates should hold for some time to 
come if the use of medical services 
holds to a past pattern of a 5% to 7% 
increase each year.” 

New cures, new discoveries, new 
medicines and new techniques, he said, 
have saved or prolonged thousands of 
lives, but have established a pattern 
of ever rising costs. He said that con- 
tinually widened coverage of the aged 
by the Blues nevertheless has failed 
to solve problems for many elderly 
persons because of steadily mounting 


costs. If the virtually miraculous re- 
sults of research and study “raise the 
price of medical care so high that it 
is not available to the citizens. .... 
then we have failed in our mission.” 

Mr. Whittier expressed confidence 
that “the private sector of our eco- 
nomy, with individual enterprise and 
individual dedication, can find better 
solutions than can remote, imperson- 
alized government.” 

Beneficial Fire & Casualty has been 
licensed in Delaware, Minnesota and 
Oklab oma. 





®@ For the first time, AS/PN lets you choose the side of the 


collection coin you desire. Now, when you sell the new Paramount competitively-priced Auto Policy, you can 
collect the premiums yourself and bill the renewals yourself...or AS/PN will do it for you. Either way, you 
control the renewals. And incidentally, when you sell a policy you remit only the NET premium. Why not see 
an AS/PN man soon—and choose a plan! 


AMERICAN SURETY /PACIFIC NATIONAL FIRE INSURANCE COMPANY a 
Administrative Offices: 100 Broadway, New York 5, New York 
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Products Not Involved 
In Elevator Liability 


U. S. eighth circuit court of appeals 
has upheld U. S. district court of 
Minnesota in ruling for insured under 
a comprehensive liability policy in a 
case involving injury of several pas- 
sengers when an elevator dropped four 
floors. Insured had previously serviced 
the elevator. The case is reported in 
10CCH (Fire & Casualty) 1003. 

In April, 1958, R. & O. Elevator Co. 
entered into a contract to service and 
inspect elevators in the Kasota Build- 
ing, Minneapolis. It fulfilled the con- 
tract on a monthly basis. In October, a 
passenger elevator fell four floors in- 
juring a number of persons who sued 
the building owner. 

The owner impleaded R. & O., al- 
leging that the latter’s negligence was 
the cause of the accident. R. & O. re- 
sorted to its liability policy written by 
Bituminous Casualty. 

The insurer held that the servicing 
of the elevator was a completed op- 


eration, as defined under the policy’s | 


products hazard provision, when R. & 
O.’s employes completed their services 
each month. The insurer therefore 


denied coverage by reason of an en- | 


dorsement that the policy did not cover 
products. 

The lower court found for insured. 
On appeal, the higher court held that 
the hazard of servicing the elevator 
had nothing to do with any products. 
To the extent that the performance of 
servicing the elevator constituted an 
operation, that operation never ended 
merely because the workmen physi- 
cally left the job. The appeals court 
sustained the verdict of a declaratory 
judgment for insured. 

Robb, Robb & Van Eps, appeared 
for the insurer, and O. A. Brecke, 
Peter F. Walstad and J. Robert Nygren 
for insured. All attorneys are from 
Minneapolis. 


Judge Asks State Auto Fund 


An auto compensation fund was sug- 
gested by Judge Bastian of District of 
Columbia circuit court of appeals in a 
talk at the October meeting of D.C. 
Assn. of Insurance Agents. He des- 
cribed as inadequate presently avail- 
able auto coverages and financial re- 
sponsibility laws. 

Judge Bastian proposed the possibil- 
ity of a gasoline tax or a levy on driv- 
er’s permits to finance the compensa- 
tion system although granting there 
may be better ways. He urged the 
agents to study the problem of auto 
accidents, which is social not legal, and 
said that insurers should consider such 
a system and its cost. 


Zurich has appointed Joseph Meyers 
and Vincent C. Klemm claim super- 
visors at East Orange, N. J. Mr. Mey- 
ers has been claim manager for United 
States Casualty at Paterson, N. J., and 
Mr. Klemm has been with Fireman’s 
Fund. 





K. L. PEARCE COMPANY 


PAYROLL AUDIT SERVICE 










HOME OFPICE: INSURANCE EXCHANGE Bidg. 
OES MOINES, [OWA *¢ Phones CH 3-8649, CM 3-8640 
IOWA © MINNEGOTA ¢ DAKOTAS ¢ SLBBRASRA 
MISSOURI « © WISCOMMM « (BDIANA 
MICHIGAN @ KANSAS ¢ OKLAHOMA * COLORADO 

NEW MEXICO 
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Sees Investment Officials Recognized; 
Common Stocks As Insurers’ Salvation 


In the last few years, the financial 
officers of U. S. fire and casualty in- 
surers have been emerging from the 
“dog house” and are basking in the 
sunlight of success, according to Shel- 
by Cullom Davis, New York insurance 
stock specialist. He spoke at the Hem- 
ispheric Conference in Lima, Peru. 

Among 68 top fire and casualty com- 
panies, four have presidents whose 
background is investment rather than 
insurance, Mr. Davis said. In addition, 
where the investment officers used to 
be assistant secretaries or secretaries, 
many are now vice-presidents or ex- 
ecutive vice-presidents. 

Mr. D.vis attributes the improve- 
ment to the fact that the companies 
are “again being regarded as financial 
and not just insurance institutions, 
because finance has been good during 
the past decade.” Interest rates have 
risen, pleasing bondholders, while the 
stock market has gone ahead to please 
stockholders. One has to look back to 
the 1920s for a similar situation. 


Current Conditions 


Today’s investment officer faces a 
different world from that of his coun- 
terpart a generation or so ago, Mr. 
Davis observed. The federal budget is 
inflated by the cost of war, the emer- 
gence of the welfare state and the 
maintenance of a vast military estab- 
lishment. The corporate tax rate is 
52%. 

Tax exempts have become more at- 
tractive than government bonds, he 
continued. The biggest change, how- 
ever, is in attitudes toward common 
stocks. With World War II and its 





‘Social Benefit Euphoria’ 


Most Americans today are the un- 
witting victims of “social benefit eu- 
phoria”—an abnormal or exaggerated 
sense of well-being about social secur- 
ity, E. J. Faulkner, president of Wood- 
men Accident & Life, told the annual 
meeting of Assn. of Life Insurance 
Medical Directors of America in New 
York. Mr. Faulkner said that most 
Americans think of social security in 
terms of private insurance. They who 
are taxed to support it believe they 
are paying a premium to provide a 
pension for their own old age. 

They suffer from the delusion that 
somehow the government can provide 
life insurance, annuity, and health in- 
surance benefits cheaper and better 
than can private insurers, he said. 
Despite these deeply-ingrained misim- 
pressions, “as our salesmen rediscover 
every working day, nine out of 10 peo- 
ple cannot tell you to what social ben- 
efits they are or potentially will be en- 
titled or what tax they are or will be 
paying for them.” 

History proves that insurance and 
medicine always have supported sound 
security programs for the U. S., he 
stated. Distinguished representatives 
of insurance were among those who 
helped formulate the social security 
law in 1935 and have advised concern- 
ing its administration ever since. 

“We have not favored every pro- 
posal for the expansion of social secur- 
ity,” he added. “We who seek soundness 
in social security recognize that the 
social security mechanism can be de- 
stroyed by irresponsible overexten- 
sion and by long continued misinter- 
pretation. If our people are to be 
spared the ultimate disillusionment of 
a complete breakdown of the social 
benefit structure, we must promptly 
find a remedy for the euphoria that is 
now so wide-spread.” 


inflation, governments were picked to 
yield only 242%. Bonds were poor in- 
vestments during those times. Grad- 
ually more and more common stocks 
were bought. Their purchase has 
proved to be the salvation of many 
companies because’ surpluses have 
risen during rising markets, even dur- 
ing the heavy underwriting losses of 
the past few years. 

It is the interplay of insurance and 


investment exposure that determines 
the investment policy of fire and cas- 
ualty insurers. This is the hardest 
single fact for those “in Wall Street 
and not in insurance” to grasp. 
Many wonder when insurance ex- 
posure is high, Mr. Davis said. He 
noted that among 68 leading insurers 
there is a range of no less than nine 
times in what management regards as 
proper premium volume to write in 
relation to capital and surplus. Fidelity 
& Deposit had capital and surplus at 
the end of 1960 which was 270% of its 
(CONTINUED ON PAGE 35) 


DeVesty Is Promoted 
By General F.&C. 


General Fire & Casualty has pro- 
moted Malcolm W. deVesty from man- 
ager at Newark to manager of the 
casualty department at the home office 
in New York. Mr. deVesty, a veteran 
of more than 30 years in the business, 
has been with the company since 1958. 

Home has entered New Zealand and 
will do fire, marine, casualty and 
surety business there through Ameri- 
car. Foreign Insurance Assn. 
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Double Protection is truly insurance for modern 
living. It gives your client maximum protection 
when he needs it most. And DP-70 reduces the 


Through the DP-70, your client chooses the de- 
sired amount of permanent cash value life insur- 
ance. DP-70 gives him double this amount as pro- 
tection until the policy anniversary nearest age 70. 
The low level premium is spread throughout the 


loyets Life 


INSURANCE COMPANY OF AMERICA 


110 MILK STREET, BOSTON 7, MASSACHUSETTS 
ONE OF THE EMPLOYERS’ GROUP OF INSURANCE COMPANIES 





EXECUTIVE OFFICE: 


PROTECTION 


close to term. 





TO AGE SEVENTY 


entire life of his policy — with rates surprisingly 





DP-70 has many other desirable features... 


four months’ waiver of premium .. . liberal con- 


provision. 


version option 


special retirement income 


settlement ... optional accidental death benefit 


For complete details, contact The Employer’s 


Life Manager in your area or write our home office. 
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Criticizes Mich. WC 


Law As ‘Inadequate’ 


LANSING—William R. Hart, direc- 
tor of the state workmen’s compensa- 
tion department, criticized the Michi- 
gan law as inadequate in a luncheon 
talk here. 

Mr. Hart said maximum payments 
to victims of compensable injuries or 
covered occupational diseases are too 
low. He called the present scale of 
$33 for an unmarried worker and $57 
for a workmen with five dependents 
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“far from realistic.’ He said the de- 
partment’s lack of sufficient personnel 
also operates to the detriment of vic- 
tims entitled to compensation pay- 
ments by frequently delaying pay- 
ments. Insufficient provision also is 
made toward rehabilitation of work- 
ers, he contended. 

Mr. Hart praised the state’s supreme 
court for its recent liberal decisions 
which, he conceded, broadened greatly 
interpretation of the compensation law 
in Michigan, but he lamented lack of 
any new liberalizing legislation. 


“New blood has vitalized the ap- 


proach of the court,” Mr. Hart asserted, 
“enabling it to meet present-day 
problems and the Michigan law is 
steadily being brought into line with 
that of other states. The argument 
that supreme court decisions affect the 
cost of compensation and the business 
climate is ridiculous, in that the aver- 
age total cost of compensation coverage 
is only 71 cents per $100 of payroll.” 

Thomas P. Metcalf has been named 
assistant underwriter in the home of- 
fice A&S division of Pioneer Mutual 
Casualty of Columbus, O. 
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...LET’S BUILD YOUR BUSINESS! 


Need help on a tough problem? Or an assist with 
a prospect? The America Fore Loyalty fieldman’s 
broad training and experience can be invaluable to you. 
A call from your America Fore Loyalty fieldman 


is a business call—business he’s interested in helping 





The America Fore Loyalty Fieldman’s mission... 


you produce and keep. 


America Fore 





The Continental Insurance Company . 


80 MAIDEN LANE, 


Firemen’s Insurance Company of Newark, New Jersey 
Niagara Fire Insurance Company «+ The Fidelity and Casualty Company of New York + National-Ben Franklin Insurance Company of Pittsburgh, Pa. 
Milwaukee Insurance Company of Milwaukee, Wis. » Commercial Insurance Company of Newark, N.J. * The Yorkshire Insurance Company of New York » Seaboard Fire & Marine Insurance Company 
NEW YORK 38, NEW YORK 


HOME OFFICES 


Fidelity-Phenix Insurance Company 


Loyalty Group 








10 PARK PLACE, NEWARK 1, NEW JERSEY 
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Tells Pacific CPCUs: 
Don’t Rest On Laurels 


Too many industries and companies 
have made the mistake of assuming 
that past success has won them a per- 
manent place on the escalator of our 
expanding economy, Sterling T, 
Tooker, vice-president Travelers said 
at the annual all-industry luncheon of 
Pacific Chapter of Society of CPCU in 
Los Angeles. 

Mr. Tooker said that these organ- 
izations do not reckon with consumer 
self-interest that generates demands 
for change and improvement. In- 
surance will continue to thrive only 
as long as insurers can demonstrate 
their indispensable value to insured, 
he said. 

“The growth of the property and 
liability business has been so rapid in 
recent years that at times our re- 
sources of personnel have seemed in- 
capable of meeting the compelling 
needs of our industry and the insuring 
public. This past growth, great as it 
has been, is as nothing compared to 
the future immediately before us. 
The pace of change and the oppor- 


tunity for conflict around and within | 


our business is accelerating. The need 
for greatly expanded skills is urgent. 
The insurance industry in all lines 
must improve its ability to attract peo- 
ple of superior skills and talents to 
carry out its vastly increased respon- 
sibilities.” 

Race For Manpower 


He stressed the problem of the “race 
for excellence in manpower. It is not 
ours alone. As an industry we are run- 
ning in a field that is highly com- 
petitive and in which we have tradi- 
tionally been a slow starter, if not an 
also-ran. Insurance faces some of the 
most provocative challenges of our eco- 
nomic survival. We need minds and 
energies capable of meeting them. We 
need professionals and we need tech- 
nicians. In every aspect of our business 
we need the best. 

“If we do not mobilize our energies 
and intelligence to harness the forces 
that are sweeping down upon us”, he 
concluded, “they have the power to 
destroy us’’. 


NAMIA Resolution Terms 
National Bureau's Group 


Franchise Plan ‘Coercive’ 


A resolution which was passed at 
the last minute at National Assn. of 
Mutual Insurance Agents’ Detroit con- 
vention (and received too late for our 
report on that meeting in last week’s 
issue), termed National Bureau’s group 
franchise plan for fire and casualty 
insurance “coercive” and “unfairly dis- 
criminatory.” 

The plan, which has been filed in a 
number of states and in some ap- 
proved by the state’s insurance de- 
partment, was said in the resolution to 
not serve the best interests of the pol- 
icyholders and to threaten the inde- 
pendent mutual insurance agency sys- 
tem. 

The plan was said to have been filed 
in numerous states without advance 
explanation, thus leaving little time 


for the usual committee machinery to | 


function. 

NAMIA has, accordingly, appointed 
a committee to investigate the filing 
with the purpose of judging its effect 
upon the policyholder, agent, and com- 
pany. The committee has the authority 
to frame an appropriate resolution 
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Insurers May Write 
Standard, Substandard 


Auto In Iowa 

DES MOINES—Commissioner Wil- 
lam E. Timmons has announced that 
the Iowa department is now permit- 
ting casualty insurers to write both 
standard and substandard auto risks. 
This has not been permitted in the 
past because it was thought to invade 
the area of discrimination. Mr. Tim- 
mons observed that there has been a 
marked change in industry thinking 
with a number of variable rating plans 
allowing for substandard risks. With 
such plans in effect, there is no longer 
a clear distinction between a clean 
risk and a substandard one. 


Phoenix, London, Names 2 


Phoenix of London group has ap- 
pointed Gerald J. Snow special agent 
in central Pennsylvania and William 
V. Boylan special agent in southern 
New Jersey. Mr. Snow and Mr. Boylan 
will be under the supervision of George 
A. Wander, manager at Phitadelphia. 
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Frisch Named President 
Of International Auto 


International Automobile Insurance 
Exchange has raised Fred I. Frisch 
from executive vice-president to presi- 
dent, to succeed Lipot Frankovitz, who 
has been named to the new position 
of vice-chairman. Robert E. Haeslop, 
comptroller, has been appointed ad- 
ministrative vice-president. Leon 
Frisch remains chairman. 

The company, which specializes in 
auto insurance for the hard-to-insure, 
has had an increase in the past five 
years from $150,000 to over $3 million 
in assets. Insurance in force has risen 
from $38,893 at the end of 1956 to 
$2,039,706 at the end of 1960. Policy- 
holders surplus is up from $116,046 to 
$852,170 during the same period. 


United Pacific Transfers Tanner 

United Pacific has transferred S. W. 
Tanner from the Portland to the San 
Francisco bond department. He joined 
the company in 1957 at Seattle and 
went to Portland in 1958. 








The first Pres- 
ident’s Cup 
awards were made 
by General Fire 
& Casualty at the 
annual service 
awards dinner in 
New York. Shown 
here are the win- 
ners in the compa- 
ny-wide competi- 
tion for new busi- 
ness: From the 
left, L. Lloyd 
Koch, assistant 
secretary of the 
company and spe- 
cial agent at New- 
ark, and Malcolm 
deVesty, former 


manager at Newark, recently promoted to manager of the casualty depart- 
ment at the New York home office, with E. C. Lechner, president. 

Also at the dinner Mr. Lechner presented length-of-service awards to 29 
members of the staff at the home office and at the Newark and Philadelphia 
offices. Silver trays for 20-year service records went to Kenneth Clolery, 
manager of the New York casualty department, and Edward Hunt, manager 
of the workmen’s compensation claims department. 

Fifteen-year awards and gold pins were given to Miss Ann Oakes of the 
underwriting department; Edward Ruffino, superintendent of the New York 
casualty underwriting department, and Edwin Miller, safety and inspection 


engineer at Newark. 


Wrist watches and citations for 10 years of service went to Anne Conlon, 
Caroline Grant, Dana Silbajoris, Marguerite Woolard, George Douchkess, John 
Keane and Marshall Rattner of the home office, and to Emil Docktor of Newark. 

Gold pins and citations were given for five years service to Laurette 
Becker, Josephine DeLuca, Virginia Easlick, Olga Horodecky, Bridie Quirke, 
Isobel Steven, Mannie Cantos, Raymond Finch, and Joseph Loring, home 
office; William M. Thompson, manager, and Ann Heritage and Joseph J. 
McNally, Philadelphia, and Agnes Thorne, Frank Cangi, William Jenkins and 


Joseph Sutula, Newark. 


Fireman's Fund Issues 
New Merchants Policy 


Fireman’s Fund has released its new 
merchants policy in California. It is 
the first major project undertaken by 
the product research section of the 
company’s research, development and 
sales department. 

To develop the coverage, a com- 
prehensive questionnaire was submit- 
ted to some 400 producers, with every 
section of the U. S. represented. There 
was a 76% return, and producer rec- 
ommendations were incorporated in 
the areas of mandatory and optional 
covers, extensions of coverage beyond 
basic hazards or limits, use of deducti- 
bles, package credits and premium 
payment plans. 

The policy is comprised of basic 
coverages for property and liability, 
with frequently desired optional cov- 
erages—business interruption and 
broad crime, for instance—included 
in the policy book. Other options, such 
as all physical loss, PDL, fire damage 
liability, demolition and sprinkler cov- 
erage, are provided as inserts.. 

The brochure has been designed 
with simplified language printed in 
10-point type. It is indexed. 


Doherty Is Md. WC Head 


Daniel T. Doherty has been advanced 
from associate commissioner to chair- 
man of the Maryland Workmen’s Com- 
pensation Commission. He _ succeeds 
Meyer M. Cardin, who has been named 
an associate justice of the state su- 
preme court. 

Mr. Doherty has been with the com- 
mission in its present form since 1958 
and was for 10 years prior to that 
associated with the old State Industrial 
Accident Commission. 
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Mo. Committee Debates 
State Regulation Of 
Auto Casualty Rates 


Sen. Keating of Missouri has recom- 
mended state regulation of auto cas- 
ualty rates. The senator is chairman 
of a special legislative interim com- 
mittee named to study insurance with 
a view to recommending changes in 
the state’s insurance code at the next 
session of the general assembly. 

At a recent meeting of the com- 
mittee, Sen. Keating stated that auto 
insurance has become almost a neces- 
sity for the owners and drivers of 
vehicles and therefore should be “just 
as much regulated as public utilities.” 
The public should be protected from 
arbitrary rate increases, he added. On- 
ly competition between insurers pres- 
ently regulates casualty rates, in his 
opinion. 

Rep. R. J. King, who owns an agency 
at St. Louis, urged the committee to 
approach regulation of auto casualty 
with caution. He contended that com- 
petition has been more effective in 
controlling rates than state legisla- 
tion could be. He pointed out that 
Sen. Kefauver has called Missouri’s 
casualty laws the best in the nation. 

Superintendent Leggett of Missouri 
told the committee that the greatest 
need for legislation is in the fields of 
group and credit life. 


Medford Agent Retires 

V. J. Robinson, senior partner of 
Security agency, Medford, Ore., has 
retired after 23 years in the agency 
business. He is a past president of 


Oregon Assn. of Insurance Agents. Mr. 
and Mrs. Robinson have moved to Sun 
City, Ariz. 








EIGHT OTHER DAY AND 
NIGHT OFFICES IN 
PROVO, UTAH 
317 West Center Street 
FRanklin 3-5940 
OGDEN, UTAH 
624 Eccles Building 
EXport 9-3391 
POCATELLO, IDAHO 
First Security Bank Bldg. 
CEdar 3-2762 
IDAHO FALLS, IDAHO 
258 Broadway 
JAckson 2-3431 
TWIN FALLS, IDAHO 
1023 Bive Lakes Bivd., N. 
REdwood 3-4576 
COLORADO SPRINGS, COLO. 
15 South Weber 
MEdford 2-8831 
LOS ANGELES, CALIF. 
520 South Virgil Ave. 
DUnkirk 4-2511 
ALBUQUERQUE, N. M. 
422-A San Mateo Bivd., 
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established in New York in 1850 


INTERMEDIARIES EXCLUSIVELY 
FIRE e CASUALTY 


STUYVESANT 


INSURANCE COMPANY 


EXECUTIVE OFFICES 
1105 HAMILTON STREET, ALLENTOWN, PA. 
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PRIMARY COVERAGES iN ILLINOIS 
WORKMEN'S COMPENSATION GARAGE & DEALERS LIAB. 
AUTOMOBILES & TRUCKS LIQUOR LIABILITY 
OLT—MFRS. & CONTRACTORS MALPRACTICE LIABILITY 
COMPREHENSIVE GEN’L. LIAB. BEAUTY SHOP LIABILITY 
COMPREHENSIVE PERSONAL LIAB. BURGLARY 
PRODUCTS LIABILITY PLATE GLASS-50/50 


%& Special Retros on Large W.C.-Liab.-Fleets, Etc. 


SURPLUS LINES 


OUTSIDE ILLINOIS — Through Licensed 
Surplus Lines Agents in Those States 
And Territories Which Permit Non- 
Admitted Carriers To Write Liability 
Coverages. 


EXCESS LIABILITY 


All-3rd Party Liability Including. Excess 
Above Assigned Risk Auto Limits to 
100,000 /300,000 /100,000. 





NOW WRITING FIRE AND INLAND MARINE 
AT BOARD RATES IN ILLINOIS ¢ « ¢ « 
AND SURPLUS FIRE AND INLAND MARINE 
IN OTHER STATES AS A NON-ADMITTED CARRIER 
e e e e LARGE SINGLE RISK CAPACITY ¢ ¢ « ¢ 




















INSURANCE COMPANY 


222 West Adams Street 
Chicago 6, Illinois 


FIDELITY GENERAL 


RAndoiph 6-4060 A STOCK COMPANY 








1924 -1961 coe Thirty-seven Years. 
Forty-two fhices and ie States Dolor. 


In 1924, Brown Brothers Adjusters was a one 
man office in Sacramento, California. Today, 42 
Brown Brothers offices provide the 
companies, agents, brokers and as- 
sureds of five western states with 


quick, courteous and competent claims 
service. 


Thirty-seven years of steady growth— 
undisputable testimony to the ABIL- 
ITIES and DEPENDABILITY of 





BROWN BROTHERS ADJUSTERS 


HEAD OFFICE: 545 Sansome St., San Francisco + Telephone EX 2-2825 
TED D. BROWN, General Manager 


See leading insurance directors for addresses and 
phone numbers of our 42 branch offices in 


CALIFORNIA, ARIZONA, NEVADA, OREGON AND WASHINGTON 














Calls Driver Licensing 
Standards Inadequate 


An intelligent eight year old can 
learn and remember the “rules of the 
road” long enough to pass any state’s 
written drivers examination, Paul H. 
Blaisdell, special activities director In- 
surance Information Institute, asserted 
at the annual safety meeting of Ebasco 
Services in Chicago. 

Mr. Blaisdell said there should be 
three stages in any state drivers li- 
censing program: 

—Testing intensive enough to de- 
termine whether the physical, emo- 
tional and mental capacities of would- 
be drivers justify exposing others to 
their probable performance on the 
highways. 


Therapy For Unsafe Drivers 


—Therapy for drivers who do not 
meet safe standards, in the form of 
driver clinics, violators’ schools and 
more extensive checking to discover 
and cure conditions which make an in- 
dividual a chronic violator or accident 
repeater. 

—Removal of license if therapy is 
not effective. 

Mr. Blaisdell said suspension or revo- 
cation of a license must prevail “until 
we are sure that the individual’s block 
to safe operation of a motor vehicle has 
been removed, and no amount of eco- 
nomic hysteria, political pressure or 
social prestige should be allowed to 
change it.” 

He pointed to a double moral code 
applied by Americans to driving per- 
formance. “The society which demands 
police action against foul crime and 
applauds the use of lie detectors, Ber- 
tillon measurements and super-sleuth- 
ing methods to apprehend the crim- 
inal, screams with lusty tones against 
the use of unmarked police cars in 
traffic control and chemical tests for 
intoxication.” 


Better Driver Education 


The nation has not reached its po- 
tential in high school driver education, 
Mr. Blaisdell observed. Some 1,272,000 
young drivers reached legal driving 
age in the U.S. in 1960 with no high 
school driver education or with sub- 
standard instruction. 

Mr. Blaisdell does not believe that 
the new interstate highway system will 
do much to increase highway safety. 
His experience has been that the 
safety records on these highways will 
be no better than the frequency and 
selectivity of traffic law enforcement 
on them. “Are we ready to increase 
manpower for the new interstate sys- 
tem,” he asked, “or are we going to 
spread thinness a little thinner?” 

Mr. Blaisdell urged a united safety 
program. He suggested a long look at 
the practices of those states, counties 
and municipalities which still operate 
a traffic safety program under 10 or 
15 overlapping jurisdictions and func- 
tions. “A unified traffic safety program 
works when officials agree on the 
needs and the priority for those needs, 
when they express the needs in plain, 
direct terms and get public backing 
for their realization,” he said. 


Donald Rink Promoted 


Citizens Mutual Auto of Howell, 
Mich., has promoted Donald E. Rink 
from claims auditor to manager of the 
workmen’s compensation claim depart- 
ment in the home office. Mr. Rink, who 
joined Citizens in 1950, replaces Ever- 
ett L. Allison who has left the company 
to enter the private practice of law 
with Cholette, Perkins & Buchanan of 
Grand Rapids. 
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Policy Covers Jeweler 
Bilked Of Diamonds 


California supreme court reversed 
two lower tribunals in ruling that an 
insured, who had entrusted diamonds 
to a person who misrepresented him- 
self, was entitled to recover under an 
all-risk jewelry policy written by 
Queen. The case is reported in 10CCH 
(Fire & Casualty) 1010. 

Insured, a jeweler, received a phone 
call from a person representing him- 
self as an employe of a retail jeweler. 
The caller said that he had a potential 
customer looking for a diamond and 
requested insured to let him have sev- 
eral stones for examination and ap- 
proval. The caller gave a name with 
which insured was familiar and in- 
sured thought he recognized the voice. 

Accordingly, when a representative 
of the caller appeared in person shortly 
after the phone conversation, insured 
turned over to him diamonds valued 
at $8,000. Later in the day, insured 
learned that the person whose name 
had been used by the telephone caller 
had never made such a call nor sent a 
representative to pick up the jewels. 
The diamonds were never seen again. 

The insurer invoked an exclusionary 
clause which eliminated from coverage 
any loss resulting from theft on the 
part of any person to whom insured 
property might be entrusted. The trial 
court held that the exclusion applied, 
and the district court of appeals af- 
firmed this finding. The supreme court, 
however, reversed the judgment, hold- 
ing that there was no valid entrust- 
ment of the property to another, be- 
cause the possession of the property 
was accomplished by fraud. Thus, the 
exclusion was not applicable. 

Horowitz & Howard appeared for in- 
sured, and Thomas P. Menzies and 
James O. White Jr. for the insurer. 
All attorneys are with Los Angeles 
firms. 


Wilshire of Los Angeles has been 
licensed in Oregon and Washington. 











Your Client 


relies on you for protection and 
counsel. To avoid the hazards of 
over or under insurance, make cer- 
tain your client’s “coverage” is 
based upon a factual, provable ap- 
praisal by an experienced, reliable 
appraisal organization. 


THE LLOYD-THOMAS co.- 


Recognized Appraisal Authorities 


HOME OFFICE: 
4411 Ravenswood Avenue 
Chicago 40, Ill. 


REPRESENTATIVES COAST TO COAST: 
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NATIONAL UNION INSURANCE COMPANIES 
GONE FISSION... AT SHIPPINGPORT 


From the very first, National Union has been a prin- 
cipal participant in the insurance program required 
to cover the world’s first full-scale atomic power plant 
devoted exclusively to civilian needs. Located at 
Shippingport, Pennsylvania, the plant is operated by 
Duquesne Light Company, for whom a special manu- 
script cover policy was developed to suit the needs 


National Union Insurance Companies 


Casualty - Fire - Inland Marine - Ocean Marine 


and special qualifications required for this completely 
new concept in public utility power. 

Many of the special personnel ... much of the 
competent underwriting advice was supplied by 
National Union. This program was developed and 
written by an Independent Agent, typical of those 
representing National Union Insurance Companies. 


Pittsburgh, Pa. 
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Hartford Fire Names 
Two To Package Unit 


Frank J. Mason has been appointed 
superintendent of the new commercial 
package department of Hartford Fire 
group’s eastern department in Hart- 
ford. Raymond R. Keough has been 
named examiner for the department. 

Mr. Mason joined New York Under- 
writers in 1949 at New York. From 
1951 until he was transferred to Hart- 
ford he was a special agent in Mass- 
achusetts and Rhode Island and later 
in Maine and New Hampshire. 


HeNATIONAL UNDERWRITER 


Mr. Keough joined the company in 
1941. Previously he was with the New 
England underwriting department. 


General Casualty Raises 
Mathiot, Bolt At Freeport 


General Casualty of Wisconsin has 
advanced Lyle Mathiot from special 
agent at Freeport, Ill., to agency super- 
visor there. Lloyd W. Bolt has been 
promoted from auditor of payroll pol- 
icies in Illinois to the general lines 
underwriting department at Freeport. 


prospects 





Sixteen Hartford “extras” help bring 
to the Hartford Agent’s door 


Homeowners Proposal 
Analyzed, Rejected 


The following letter from a field 
man to a midwest agent reflects some 
ot the current day-to-day detail of the 
business: 

In figuring the credit for $3,000 in- 
surance under form 49 and with the 
wind and hail deductible waived, we 
arrive at the following—the fire rate 
is 16 cents and the EC rate 34 cents, 
which is 50 cents times $3,000, or $15. 
The cost for waiving the wind and hail 
deductible is $18. This is a total of $33. 
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THE HARTFORD 


INSURANCE GROUP 


Hartford 15, Connecticut 


HARTFORD FIRE INSURANCE COMPANY 
COMPANY + 


INSURANCE COMPANY 


HARTFORD LIFE INSURANCE COMPANY «+ 
CITIZENS INSURANCE COMPANY OF NEW JERSEY + 


* HARTFORD ACCIDENT AND INDEMNITY 
HARTFORD LIVE STOCK 
NEW 


YORK UNDERWRITERS INSURANCE COMPANY + TWIN CITY FIRE INSURANCE COMPANY 





November 3, 1°61 


Multiplying this by 2.7 for the three 
year premium, we get $89, times 80% 
to get the credit for existing insurance, 
or $71.28. 

The premium under homeowners is 
$158. The $71.28 credit for existing 
insurance is 45.1% of the HO premium, 
so the net HO premium is $86.72, or 
54.9% of the total HO premium. 

If a fire or EC loss to the dwelling 
should occur, the HO would pay 62.5% 
of the loss, the fire and EC policy 
would pay 37.5% of the loss. 

Considering the split of the HO pre- 
mium, this hardly seems fair. 

On top of that, the HO policy pays 
all dwelling claims covered under form 
2 and not covered under fire and EC, 
plus the benefits of replacement cost, 
and all claims on household goods, 
theft claims, liability, and medical 
claims. 

So, rather than give the above credit 
for the fire and EC policy under this 
homeowners proposal, the company 
would prefer to have the homeowners 
contract returned to it. 

Thus the progress being made in the 
business is getting insured, agents, and 
companies involved in strange circum- 
stances. 

Your prompt reply will be appre- 
ciated. 


N.A. Elects Five 


North America has elected five as- 
sistant secretaries, Lyman J. Baldwin, 
Stanley W. Allen, John C. Beecher, 
Milos R. Knorr and Leonard M. Camp- 
bell. 

Mr. Baldwin joined North America 
in 1951 at Cleveland. He became a 
supervising underwriter in 1954 and 
was named assistant manager there in 
1956. He went to the home office as 
assistant superintendent of the com- 
pensation and liability department in 
1957 and became superintendent in 
1959. ° 

Mr. Allen joined the company in 
1946, became special agent in New 
England, served as a supervising ex- 
aminer at Boston and became office 
manager there in 1954. That year he 
went to the head office in the treaty 
reinsurance department. In 1957 he 
became supervisor. 

Mr. Beecher joined North America 
in 1950 as a superintendent of the 
casualty claim department in Frank- 
furt, Germany. In 1950 he became su- 
pervisor of casualty claims in New 
York and Hempstead. He became su- 
pervisor of treaty reinsurance in 1958 
and was appointed manager in 1960. 

Mr. Knorr joined the company in 
1956 as a member of the treaty rein- 
surance department. In 1959-60 he 
served as acting manager of treaty 
reinsurance operations at the European 
head office, The Hague. He now is at 
the home office. During Warld War II 
he served with the French and British 
armies. He was a major on the general 
staff and an instructor at the Prague 
war college prior to leaving Czecho- 
slovakia in 1948. He was decorated 
with the Czech war cross and the order 
of the British Empire. 

Mr. Campbell joined the company in 
1957 as casualty manager at The 
Hague. In 1960 he became a deputy 
underwriter of the international de- 
partment. 

Hot Rudders is the name given to 
young boat handlers by a Washington, 
D. C., newspaper. The opening para- 
graph of a story on boat insurance 
reads: “Insurance rates for boats are 
high, and you can blame it largely on 
aquatic cowboys and fumble-fingered 
fuddy-duddies who are forever collid- 
ing, splintering wood, running aground, 
and sinking.” 
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Insurer Loses 
Excess Of Policy 


Suit In Arkansas 


LITTLE ROCK—A unanimous de- 
cision of the Arkansas supreme court 
affirming a lower court decision hold- 
ing Southern Farm Bureau Casualty 
liable to one of its insured in excess 
of the $5,000 limit of insured’s auto- 
mobile BI liability policy because the 
company failed to settle within policy 
limits when it had opportunity to do so 
attracted considerable interest here 
among insurance men last week. The 
company was held liable for $8,810 to 
its insured, Raymond Hardin of Tupelo, 
Ark., in addition to $5,000 it had pre- 
viously yaid under its policy limit to 
satisfy a judgment to V. O. Calhoun, a 
resident of Woodruff County, who was 
injured in an auto accident involving 
Hardin’s car. 


Observes Grass Fire 


Hardin, driving along a public high- 
way in Jackson County in 1956, ob- 
served a grass fire that was endanger- 
ing a neighbor’s home. He stopped his 
automobile, leaving it parked on the 
hard-surface portion of the highway 
and went to help put out the fire, the 
smoke of which was blowing across 
the highway. Calhoun, travelling down 
the highway at a speed of 45 or 50 
miles per hour, according to testimony 
of state plice, drove his automobile 
into Hardin’s car, injuring himself. 

Southern Farm Bureau Casualty’s 
adjusters on the day of the mishap 
investigated the accident, talking to 
witnesses, taking pictures and, on at- 
tempting to contact Calhoun, who had 
been taken to a Newport, Ark., hos- 
pital, found he had been released to 
go home. According to testimony in the 
record, company adjusters kept con- 
tacting Calhoun’s attorney in Newport 
asking for medical reports, loss of 
wages, etc., of insured for about a year 
without success. 

Eighteen months after the accident, 
in July, 1957, Calhoun filed suit against 
Hardin for $33,000 in the circuit court 
of his home county, Calhoun being now 
represented by attorney John D. El- 
dridge of Augusta, a state senator and 
also a resident of Woodruff County. 
Southern Farm Bureau was _ repre- 
sented by its counsel, Yingling & 
Yingling of Searcy, Ark. 

“Hardin realized that he did not 
have much insurance protection so far 
as personal injury was concerned,” the 
supreme court pointed out. “He fur- 
ther realized that the case was pending 
in Woodruff County, where Mr. Cal- 
houn lived; that Calhoun was well liked 
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and respected in that county and had 
received serious injuries. He also re- 
alized that Calhoun had a good cause 
of action. He therefore sought to pre- 
vail on appellant insurance company 
to make an effort to settle the case 
within the policy limits, but he was 
unable to get the insurance company 
to take any action in that respect. 
Therefore, for his own protection, he 
engaged the services of Mr. W. J. 
Dungan, an attorney of Augusta, in 
Woodruff County. 

“Mr. Dungan realized the danger of 
the case and discussed settlement with 


attorneys of the plaintiff, who agreed 
to accept some amount within the pol- 
icy limits if the insurance company 
would make a settlement of that kind. 
Mr. Dungan conveyed that informa- 
tion to the insurance company but, 
although representatives of the com- 
pany considered the case had a settle- 
ment value of about $2,500, they made 
no offer to the plaintiff at all to settle 
the case for any amount.” 

The case proceeded to trial. After 
the jury had been out for some time 
they returned for further instruction 
and at that time disclosed that they 
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were divided 8 to 4. The jury again 
retired. Attorney for the plaintiff then 
told attorney for the insurance com- 
pany that he would settle the entire 
case, personal injury and property 
damage, for $4,000. This information 
was conveyed to the company’s adjust- 
er who, at the time, was sitting in the 
court room. However, the company’s 
representative had not been in the 
court room during the trial and had 
not heard the testimony. He declined 
the offer and made no counter of- 
fer, this on the advice of company 
(CONTINUED ON PAGE 25) 





Two Ot The Greatest 


MAGIC BOOKS 


Ever Published ! 


We'll Have A Heme 
Agate — 


ptinns 


20% SAVINGS! 











The smaller volume: Professor Hoffman’s 
“Modern Magic”, one of the first books to ex- 
plain the miracles presented by today’s magical 
entertainers. The BIG volume: THE GLENS 
FALLS ADVERTISING DISPLAY BOOK, 
containing a galaxy of up-to-date tested ideas 
to produce sales miracles for agents of the 
Glens Falls Group. As an idea-starter and 
sales booster, it’s pure magic! Many libraries 


have copies of “Modern Magic”. Every Glens 
Falls Field Man has the ADVERTISING 
DISPLAY BOOK. Ask to see it! If you are 
running a sales-minded agency, look into the 
advantages offered by the Glens Falls Group. 
Office 
near you, or write direct to our Home Office 


in Glens Falls, New York. 


For information, contact the Branch 


Glens Falls Insurance Company, Glens Falls, N. Y. 
The National Life Assurance Company of Canada, Toronto, Ont. 
Kansas City Fire and Marine Insurance Company, Kansas City, Mo. 
Glenway Corporation, Glens Falls, N. Y. 
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THE ANSWERS TO YOUR REINSURANCE REQUIREMENTS 
ARE YOURS FOR THE ASKING 


OCEAN REINSURANCE COMPANY « ceoar rapios, iowa 


Conventions 


| Nov. 5-7, Illinois agents, annual, Chase & Park 


Plaza Hotels, St. Louis, Mo. 

Nov. 8-10, American Management Assn., fall 
insurance conference, Drake Hotel, Chicago. 

Nov. 9-10, Central Claim Executives Assn., 
Lake Tower Motel, Chicago. 

Nov. 12-14, Kentucky agents, annual, Kentucky 
Hotel, Louisville. 


| Nov. 12-15, Indiana agents, annual, Claypool 


Hotel, Indianapolis. 


Nov. 13-14, Illinois mutual agents, annual, 
Pere Marquette Hotel, Peoria. 


| Nov. 13-15, Health Insurance Assn., individual 


insurance forum, Sheraton Hotel, Phila- 
delphia. 

Nov. 13-15, Mutual Insurance Technical Con- 
ference, Edgewater Beach Hotel, Chicago. 

Nov. 13-16, National Assn. of Independent In- 
surers, annual, Hotel Biltmore, Los Angeles. 

Nov. 15-17, Casualty Actuarial Society, annual, 
Palmer House, Chicago. 

Nov. 16-17, Conference of Mutual Casualty 
Companies, accounting & statistical, office 
methods & personnel conference, Conrad 
Hilton Hotel, Chicago. 

Dec. 4-8, National Assn. of Insurance Commis- 
sioners, Adolphus Hotel, Dallas. 

Dec. 27-29, American Risk & Insurance Assn., 
annual, New York City. 


1962 
Jan. 31-Feb. 4, Federation of Insurance Coun- 
sel, midyear, Grand Bahama Hotel, Grand 


Bahama Island. 

Feb. 8-9, Conference of Mutual Casualty Com- 
panies, fire & inland marine, Conrad Hilton 
Hotel, Chicago. 

Feb. 12-14, Health Insurance Assn., group in- 
surance forum, Drake Hotel, Chicago. 

Feb. 14-16, Michigan agents, annual, Sheraton- 
Cadillac Hotel, Detroit. 

March 22-23, Conference of Mutual Casualty 
Companies, underwriting, Conrad Hilton 
Hotel, Chicago. 

April 8-10, Wisconsin agents, annual, Schroe- 
der Hotel, Milwaukee. 

April 9-10, Ohio mutual agents, annual, Bilt- 
more Hotel, Dayton. 

April 19-20, Missouri mutual agents, annual, 
Governor Hotel, Jefferson City. 

May 3-4, Conference of Mutual Casualty Com- 
panies, claims, Conrad Hilton Hotel, Chicago. 

May 3-5, Tri-State mutual agents of Pennsyl- 
vania, Maryland & Delaware, annual, Du- 
Pont Hotel, Wilmington, Delaware. 

May 6-8, Alabama agents, annual, Admiral 
Semmes Hotel, Mobile. 

May 6-8, Iowa agents, annual, Hanford Hotel, 
Mason City. 

May 7-9, Health Insurance Assn., annual, Den- 
ver Hilton Hotel, Denver. 

May 7-11, National Assn. of Independent Ad- 
justers, annual, Fontainebleau Hotel, Miami 
Beach. 

May 8, Assn. of Casualty & Surety Companies, 
New York City. 

May 13-16, New York agents, annual, Concord 
Hotel, Kiamesha Lake. 

May 17-18, Arkansas agents, Arlington Hotel, 
Hot Springs. 

May 21, National Assn. of Mutual Casualty 
Companies, annual, Edgewater Beach Hotel, 
Chicago. 

May 21-23, American Mutual Insurance Alli- 
ance, Edgewater Beach Hotel, Chicago. 

May 21-25, National Fire Protection Assn., 
Society of Fire Protection Engineers, and 
Fire Marshals Assn. of North America, an- 
nuals, Sheraton Hotel, Philadelphia. 

May 27-30, American Assn. of Managing Gen- 
eral Agents, annual, The Greenbrier, White 
Sulphur Springs, W. Va. 

May 30-June 1, Florida agents, annual, Fon- 
tainebleau Hotel, Miami Beach. 

June 3-6, Insurance Accounting & Statistical 
Assn., annual, Royal York Hotel, Toronto, 
Canada. 

June 5-8, New Hampshire agents, annual, Mt. 
View House, Whitefield. 

June 14-16, Mississippi agents, annual, Edge- 
water Gulf Hotel, Edgewater Park. 

June 17-20, Conference of Mutual Casualty 
Companies, management, Jackson Lake 
Lodge, Jackson Hole, Wyoming. 

June 20-22, Georgia agents, annual, Corsair 
Motel, Jekyll Island, Ga. 

June 24-27, Insurance Advertising Conference, 
annual, The Lido Hotel, Long Beach, Long 
Island, New York. 

June 24-27, International Assn. of Health Un- 
derwriters, annual, Fountainebleau Hotel, 
Miami Beach. 

July 3l-Aug. 3, Federation of Insurance Coun- 
et. annual, Hotel Vancouver, Vancouver, 


Aug. 19-22, West Virginia agents, annual, 
Greenbrier Hotel, White Sulphur Springs. 
Sept. 13-14, Conference of Mutual Casualty 
Companies, sales & agency, Conrad Hilton 

Hotel, Chicago. 

Sept. 16-19, Idaho agents, annual, Sun Valley 
Lodge, Sun Valley. 

Oct. 22-24 California agents, annual, Sheraton- 
Palace, San Francisco. 

Nov. 4-6, Illinois agents, annual, LaSalle Hotel, 
Chicago. 

Nov. 14-16, Casualty Actuarial Society, annual, 
Warwick Hotel, Philadelphia. 
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A STOCK COMPANY 


Complete Auto Coverage, 
Workmen’s Compensation, 
Dram Shop, Beauty Parlor, 
Physicians, Dentists, and 
Hospital Malpractice 
Liability, 50/50 Glass, 
O.L.&T. and All Forms Of 
Burglary. Short Term 
Policies for Special 
Phone Events and Jobs. 





Preferred Rates For Better 


aa A 7. Risks—Quick Quotations. 


All Casualty Lines Except 
Primary Auto PL & PD and 


0439 | Work. Comp. Considered 








Outside Illinois. 








Good Brokers and Agents Welcomed. 
“Our Service Is Better” 
Write or visit 
327 S. La Salle St. Chicago 4, Ill. 




















< ‘““WANDA”’ 


Wohlreich & Anderson 
Ltd. 
55 JOHN STREET 


NEW YORK, N. Y. 
DIGBY 9-3020 


B. J. Daenzer 
President 


Warehousemen’s 
Legal 
Liability 


All Risks Protection 
for Liability to 
Customers 


WANDA will help you 
select the coverage 
your client needs. 


LIMITS 
DEDUCTIBLES 
PREMIUM BASE 


“Wanda” know-how is 
available to all 
Brokers and Agents. 





Please give me full information on 


your facilities, NU-4 
oe EEE ae wishates alec 
Address ...... See. nes SOs Salen 
ae er a Skies alee etmons 
Pana cba iiere is Heke ue wealedee 
Mail to ‘‘“WANDA”’ 
55 John Street, N.Y.C. 
“Wanda solves your problems” 
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Seven Problems Affecting Public, 


Insurers, Hospitals 


Seven specific developments and 
problems affecting the insurers, the 
hospitals and the public were analyzed 
in the course of the talk that Donald 
D. Cody, 2nd vice-president and group 
actuary of New York Life, gave at the 
hospital and health insurance confer- 
ence conducted at Norfolk by the Vir- 
ginia Hospital Assn. and Health Insur- 
ance Council. Following is the portion 
of Mr. Cody’s ‘talk covering these seven 
points. 

By DONALD D. CODY 


1. Effic.ent planning of hospital fa- 
cilities: In some sections of the coun- 
try, such as Southern California, Chi- 
cago, and soon in New York State, 
regional councils help plan hospital 
construction and specialization to as- 
sure availability of beds in proportion 
to needs so as to avoid both abundance 
and shortage. Abundance means higher 
costs both because it results from un- 
necessary spending and also because 
it leads to over-utilization. Shortage of 
beds implies substandard medical care. 

2. Standard hospital accounting: One 
of the problems faced by companies 
is the lack of objectivity in deter- 
mination of charges by some _ hos- 
pitals. This arises partially from abuses 
in setting charges for insured patients 
by some hospitals and partially from 
lack of standard cost accounting sys- 
tems. If hospitals would establish 
charges in accordance with objective 
modern cost accounting systems, in- 
surance companies could in turn de- 
velop more efficient benefit designs 
and establish premium pricing with 
more assurance. 

3. Utilization and review commit- 
tees: In some areas, hospitals have 
established review committees which 
watch for excessively long confine- 
ments, unnecessary confinements, un- 
necessary operations, and other types 
of unnecessary utilization or abuse. 
Such committees can encourage doc- 


Skutt Tells A&H Men 


Of Their Importance 


V. J. Skutt, president and chairman 
of Mutual of Omaha, told the October 
meeting of Nebraska Assn. of Health 
Insurance Underwriters that voluntary 
health insurance is the American way 
of life in action. 

“The health insurance salesman to- 
day is a more important factor in the 
economy of our country than ever be- 
fore,” he said. “He is helping to pro- 
vide a necessary product—coverages 
for financial loss from illness or injury 
for his fellow citizens of all ages—and 
thus relieve our federal government of 
any responsibility in this area during 
these critical days. The national gov- 
ernment has enough problems to worry 
about without taking over the work of 
the thousands of representatives like 
you who have done so much to 
strengthen the economy of our coun- 
try. 

“Your efforts have brought about 
an increase of those Americans cov- 
ered by health insurance from 12 mil- 
lion to 135 million in just 20 years. 
There are now over 1,300 health insur- 
ance organizations in our country.” 

Mr. Skutt charged the group with 
two responsibilities: Place as much 
coverage as possible in the hands of 
the public during these next few 
months, and “educate yourselves to 
the needs of the people in these chang- 
ing times.” 





Are Analyzed 


tors to utilize hospitals more efficient- 
ly and thereby reduce hospital charges 
and hospitalization insurance premi- 
ums below the level which would 
otherwise develop. 

4. Progressive patient care, skilled 
nursing home, and home care: The 
insurance business has been observing 
with great interest experiments in 
some hospitals with progressive pati- 
ent care involving intensive care areas 
with continuous nursing service and 
special facilities for post-operative and 
seriously ill patients, routine care 
areas for less seriously ill patients, and 
ambulatory areas for convalescent pa- 
tients. After-care programs, involving 
skilled nursing homes and organized 
home care, also improve efficiency of 
medical care. We can fit our benefit 
designs to such arrangements but na- 
turally look to most objective cost ac- 
counting of charges. 

5. Loss control by insurance com- 


panies: Some insurance companies, 
including New York Life, have intro- 
duced a system of control which we 
call loss control engineering. This in- 
volves first a statistical study of claims 
on a particular group case to observe 
deviations from norm, such as exces- 
sive short term hospitalizations, exces- 
sive respiratory confinements, unusual 
number of tonsillectomies or hyster- 
ectomies. Then a team of claims peo- 
ple visit with the policyholder’s per- 
sonnel manager, hospital administra- 
tors and doctors separately and if pos- 
sible together to discuss utilization of 
facilities, levels of fees, etc. Frequent- 
ly, such meetings clear up misunder- 
standings about insurance and correct 
unnecessary utilization and fee abuses. 


Problem Of Overinsurance 


6. Duplication of insurance benefits 
and overinsurance: Insurance is pro- 
perly used only to protect against loss. 
When profit develops because of over- 
insurance through duplication of bene- 
fits, unnecessary utilization and exces- 
sive fees are likely to develop. Such 
duplication results usually from hus- 
bands and wives each having group 

(CONTINUED ON PAGE 31) 
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Wellman Manager Of 
New Seattle Office 
Of Aetna Casualty 


James K. Wellman has been appoint- 
ed general manager of the new Seattle 
office of Aetna Casuaty which was 
opened Nov. 1 with a staff of 85. The 
George W. Rourke general agency, 
which has represented the company in 
the area many years, will continue to 
do so. 

Mr. Wellman has been manager at 
Portland three years. He joined the 
company at Chicago in 1946 and went 
to Portland in 1950 as field man. Sub- 
sequently he became agency superin- 
tendent and then assistant manager. 
He is past chairman of the Oregon ad- 
visory committee to National Bureau 
and of the executive committee of Or- 
egon Casualty Assn. He has served on 
the Oregon insurance commissioner’s 
casualty committee and on the eleva- 
tor safety committee of the state labor 
department. 

Melvin C. Singer, local agent at 
Baltimore, has moved his offices to 
5725 Reiserstown Road. 
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Hartford A.&éI. Names 
Three At Albany, N. Y. 


Hartford Accident has appointed 
David B. Kerr assistant manager, Ken- 
neth E. Pope office manager, and 
Frederick D. Sweeney special agent, 
all at Albany, N. Y. 

Mr. Kerr joined the company at 


Pittsburgh in 1953 as a _ supervising 
underwriter and before his new ap- 
pointment had been superintendent of 
the casualty department there. 

Mr. Pope has been with the company 


AeNATIONAL UNDERWRITER 


at Indianapolis since 1954 as a payroll 
auditor. 

Mr. Sweeney has been with the com- 
pany since 1957, since January at the 
New England office at Hartford. Pre- 
viously he worked in the home office 
liability department. 


At a luncheon of Richmond Assn. 
of Insurance Agents, the executive 
secretary and general counsel of the 
Virginia association, Richard E. Smith, 
spoke in favor of prior approval of 
rates and forms. 
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Detroit Hospital Seeks 
To Prohibit Blue Cross 


Redford General Hospital, Detroit, 
has asked Wayne County circuit court 
to prohibit Blue Cross (Michigan Hos- 
pital Service) from conducting fur- 
ther business in hospital services. The 
hospital sought a general injunction, 
claiming Blue Cross has been guilty of 
false advertising and promotion. For- 
feiture of the Blue Cross charter also 
was asked in the bill of complaint, 
together with voiding of the statute 


For the agent who knows how, there’s profitable business in the boiler room... 


How to do 


or anywhere else your clients and prospects have power equipment that requires 


engineering insurance protection. And acquiring the know-how is not as difficult 


business 


as you might think. In fact, it’s as simple as calling your Hartford Steam Boiler 
special agent. 


As a trained and experienced specialist, he will survey your client’s boiler and 


in the 


machinery insurance needs . 


. . and present facts to aid you and your client in 


selecting coverage to fit the particular requirements. Once the policy is written, 


boiler room 


your client receives the professional inspection-insurance services that so many 
HSB assureds value so highly. 


Don’t pass up the profitable business available in boiler and machinery cover- 
. . or the advantages of protecting your clients through the world’s fore- 
most company specializing exclusively in engineering lines. Talk to your HSB 
man today. 


ages . 
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under which it was organized. 

The bill claimed that Blue Cross has 
refused to pay its subscribers and 
member hospitals for providing the 
services allegedly covered. Contracts 
with various hospitals in Wayne Coun- 
ty constitute a conspiracy on the part 
of Blue Cross and these institutions, 
it was charged, since they have “con- 
tracted together to limit hospital serv- 
ices, channel hospital services, fix and 
regulate the costs and prices of hos- 
pital services and merchandise.” 


Allege Price Regulation 


The hospitals, through Blue Cross, 
it was further alleged, have “con- 
tracted to regulate prices to the pub- 
lic and subscribers of the hospital serv- 
ices and articles of merchandise used 
in connection with the services.” 

Clarence R. Charest, president of the 
board of Redford General Hospital, 
said that after osteopathic physicians 
took over the hospital, Blue Cross ac- 
credited it on a non-participating basis, 
limiting payments to the hospital to 
$15 daily per patient. He said that the 
hospital has uncollected fees of $150,- 
000, much of it attributable to Blue 
Cross. Blue Cross officials denied all 
charges and said the hospital did not 
meet qualifications for participation. 


N. Y. Safety Group In 
War Against Go-Karting 


Greater New York Safety Council 
has declared war on “go-karting” 
as a teen-age sport. The council’s sur- 
vey of this activity, made last May, 
revealed that there are records of 32 
persons killed and 179 injured by go- 
karts, The figures are incomplete 
because they do not include incidents 
on private property. 

The midget car, driven by under- 
age operators, is a killer and an in- 
culeator of dangerous driving habits, 
the council stated. Teen-agers, whom 
the state does not deem ready to drive 
standard cars, certainly should not be 
allowed to race midget vehicles, the 
organization maintained. It urged 
wider use of police powers and sug- 
gested invocation of anti-noise and 
anti-nuisance laws as deterrents to 
go-kart activity in parking lots and 
other locations. 


25-Year Club Dinner 


The 25 Year Club of National Board 
held its annual dinner in New York 
and its annual luncheons in Chicago 
and San Francisco. John A. North, 
chairman of Phoenix of Hartford and 
board president, attended the New 
York dinner at Drug & Chemical Club, 
along with 41 members. Miss Eleanor 
S. Cleaver, retired supervisor of loss 
information service at New York, went 
from her home in San Antonio to the 
dinner. 

Herbert C. Watson, special agent in 
the arson department, was elected vice- 
president of the club, representing the 
San Francisco chapter. He succeeds 
Charles E. Landis, retired. Other of- 
ficers were reelected. New members 
are Mrs. Ruth Rosst, loss information; 
Miss Elizabeth Trappan, statistical, and 
Raymond E. Hughes, assistant to the 
genera] counsel. 


Associates With Brown Bros. 
Williams, Scott & Quinn, adjusters, 
has associated with the Eureka, Cal., 
office of Brown Brothers Adjusters. 
Claims referred to Williams, Scott & 
Quinn personally, will be handled in 
that firm’s customary manner with no 
change in procedure or billing. 
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Current Events Covered At N.Y. Dewnstate Meeting 


(CONTINUED FROM PAGE 2) 

fell into the same pattern that most 
discussions of this topic take. A pro- 
cession of agents went to the micro- 
phone in the center of the hall and 
recited incidents in which their insured 
who were not at fault, had been sur- 
charged. William Leslie Jr., general 
manager National Bureau, explained 
at length that the plan is not a guilt 
fixing device. The companies can’t un- 
dertake that job. The plan is designed 
to reward good drivers and to enable 
bureau insurers to prevent exclusive 
agency company competitors from 
capturing all the good business. 

In a general comment, Newell Al- 
ford Jr., state deputy superintendent, 
said that »segulators are coming to real- 
ize that where competition is rife in 
the market, those who sell are en- 
titled to have more freedom to make 
their own decisions. Mr. Alford ad- 
vocates “reasonable accommodation.” 
He observed that the department has 
received relatively few complaints in 
connection with the safe driver plan. 

Mr. Leslie reported on experience 
for the second quarter of 1961 with 
figures based on 350,000 drivers. The 
plan was not applied to all, since it 
only became mandatory May 1, and 
the figures are therefore not fully in- 


dicative. However, they reveal that 
83% of the drivers received a 10% 


credit, 2% took manual rates because 
they had been driving less than three 
years, and 15% were surcharged on 
their records. An individual insurer 
has brought its own study closer to the 
present and the results are almost the 
same, Mr. Leslie indicated. 

He thinks it is too early for any 
general analysis of the plan, but it 
seems to be working in line with bur- 
eau expectations. In reply to a query, 
Mr. Leslie agreed that under the plan 
where there is a deductible collision 
policy involved, companies have an in- 
creased duty to pursue subrogation 
rights. 

Michael Chesler of the New York 
Motor Vehicle Department substituted 
on the panel for Nathan Rogers of that 
unit and described how the new elec- 
tronic data facilities of the organzation 
are aiding it in matters pertaining to 
safe driver plan. The other panelist, 
George J. Schepens, manager of the 
assigned risk plan, reported that 
“business is off, the loss ratio is lousy,” 
and he is making a drive for better 
producers. 

Robert W. Strain, executive secretary 
NAIA, summed up his message to 
agents with this advice: “Sell smarter 
swiftly.” Cooperation with companies 
is vital, for the full impact of direct 
writer competition has not as yet been 
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felt by many agents. Apathy in cer- 
tain quarters is based on a false sense 
of security for competition will ac- 
celerate. NAIA will become more 
active in marketing research to en- 
able agents to adapt to the changing 
times, Mr. Strain revealed. 

Agents who find it difficult to get 
out of the office for active solicitation 
should consider merging with another 
agency, with each agent taking turns 
inside and outside the office. 


Agency problems become even more 
acute when agents are reaching re- 
tirement age, Mr. Strain said. Incor- 
poration of agencies, with provision for 
stock incentive, has worked well in 
many cases. Company financial as- 
sistance to agencies in this regard is 
desirable, and if handled on a short- 
run investment basis would result in 
permanent gains. Successful salesmen 
in non-insurance enterprises are ideal 
agency prospects, he said. 


17 


In another vein, he advised agents 
to “clear their language with the pub- 
lic.” Sometimes agents are accused of 
using complicated language, partic- 
ularly at the time of a loss when the 
client depends on them to unravel the 
fine print. 

An explanation of General Adjust- 
ment Bureau’s complete catastrophe 
service was given by Ben Butler, GAB 
president. His presentation featured 
slides which completely outlined the 
organization’s wide ranging catas- 
trophe activities. 
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Cal. Agents’ Committees Report 
Results Of Busy Legislative Year 


The effects on the insurance busi- 
ness of one of the busiest sessions in 
the history of the California legislature 
are summarized in the year-end re- 
ports of California Assn. of Insurance 
Agents’ administration and standing 
committees. 

Over 6,000 bills were introduced in 
the legislature during its 1961 session, 


“Trifles make perfection— 


(Michelangelo, 1475-1564) 


and perfection is no trifle.” 


—trifles make for realistic plant security, too. 


and several hundred of these had a 
direct or indirect effect on the busi- 
ness. With one exception, which sub- 
stantially increased benefits under the 
state’s unemployment compensation 
disability program, all proposals which 
the association considered harmful to 
the interests of insured and agents 
were defeated. 


and, above all, split-second readiness to detect 
trouble and give the alarm. 


Proof of dependability is the fact that ADT 


The association’s legislative commit- 
tee stressed in its report that premium 
financing had been a bone of con- 
tention. The association gave its sup- 
port to a bill which would have ex- 
cluded agents and brokers from having 
to obtain a small loan brokers license 
to advance premiums to policyholders. 
The bill was not discussed prior to 
the session in department hearings, 
and all negotiations were made “in the 
heat of the legislative session.” It be- 
came impossible to work difficulties 
out, and the bill was not passed. The 
legislative committee urges that hence- 
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forth all insurance legislation be made 
known prior to the legislative session 
so that the business can coordinate its 
efforts in seeing the bill through the 
legislature. 

1961 was an especially busy year for 
workmen’s compensation and UCD 
legislation, that committee reports. Be- 
sides the UCD bill already mentioned, 
three other major bills were reviewed: 

—An increase of WC benefits from 
$65 to $75 a week has become effec- 
tive. As a result of this measure, pre- 
mium rates have been boosted an ad- 
ditional .9%. 

—A bill that would have covered al] 
domestic servants, including baby sit- 








ters, under WC was held in commit- 


tee and thus died. 

—A measure which would have 
based classifications of risks and pre- 
mium rates and merit rating systems 
under WC solely on experience of the 
state fund, failed to pass. It was vigor- 
ously opposed by the agents. 


WC Activity Continues 


Legislative activity in the field of | 


WC has not ended, even temporarily, 
with the close of the 1961 legislative 
session. The California assembly in- 
terim committee on finance and in- 
surance will hold hearings on this sub- 
ject during the interim period, includ- 
ing a close look at the operation of the 
state fund. 

The casualty and surety committee’s 
report emphasized the widespread suc- 
cess of California’s safe driver plan. 
The committee believes this is the best 
auto plan available and urges agents 
to use it. Jack C. Schroeder, president 


of the association, in the administra- | 


tive report stated that the sale of this 
policy in 1961 has exceeded new auto 
registrations in California by a sub- 
stantial margin. This proves, he said, 
that agents are increasing auto busi- 
ness by units as well as by premiums. 


Fire And Allied Lines 


The fire and allied lines committee 
expressed satisfaction that Pacific Fire 
Rating Bureau had concluded rules and 
rates for providing sprinkler leakage 
insurance for schools where sprinkler 
installations do not meet minimum 
standards. Also concluded are bureau 
rules and rates for all physical loss on 
buildings other than dwellings. Still 
pending are rules and rates for aver- 
age clause (stipulated amount) for 
buildings based on company appraisals. 

The National Automobile Club com- 
mittee met during 1961 as a committee 
and with the club’s management, to 
bring about two major expansions of 
NAC coverages: 

—Any unmarried son, daughter or 
relative domiciled in the regular mem- 
ber’s household and dependent on the 
regular member is eligible for associ- 
ate membership for an additional fee 
of $6 a year. 

—Pickup automobiles with a load 
capacity of 1,500 pounds or less re- 
gistered in an individual’s name can 
be added to the regular membership 
for an additional fee of $6. 

The over-all note in the farm com- 
mittee’s report was one of discontent. 
It is the committee’s opinion that the 
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compensation bureau should be asked 
to improve its coding on compensation 
for farm operations. For instance, the 
farm code for poultry should be elim- 
inated from the same classification as 
orchard farms because the possible 
losses on poultry farms are definitely 
less than on orchards. Sheep raising 
should be eliminated from the dairy 
farms classification for the same rea- 
son. 

The farm committee also believes 
that the bureau should be instructed 
to provide the committee with loss 
ratios and farm incomes each year. 
This information can be used to assist 
insurers in better providing coverage 
and in eliminating losses. The commit- 
tee believes it can help in making cor- 
rections necessary to provide full com- 
pensatic.: coverage at fair rates. 

The committee further recommended 
that individual agents handle coverage 
for labor disturbance similar to that 
provided by Agricultural Inter-Insur- 
ance Exchange. The suggested farm 
homeowners programs provided as 
samples at the last board meeting were 
rejected by the committee, which sug- 
gested that this question be given 
more study by the bureau with an eye 
to designing a program specifically for 
California. 


Accident Cover Via Credit 


Cards Of American Express 


Despard & Co., national brokerage 
firm with headquarters in New York 
is soliciting accident coverage from 
holders of American Express Co. 
credit cards. The business is being 
being written in Travelers. Principal 
sum is offered in blocks of $15,000 up 
to $120,000 at 80 cents per thousand, 
on a monthly premium basis. To this 
can be added accidental medical ex- 
pense of $500 to $10,000. The $500 
medical coverage costs $5.88 a year, or 
49 cents monthly, and the $10,000 
cover $42 a year, or $3.50 per month. 

The accidental death and dismem- 
berment coverage is year around. Ex- 
clusions are suicide, self-inflicted in- 
juries, sickness, war, and participation 
in speed contests. 

Beneficial Standard Life solicits ac- 
cident coverage from credit card hold- 
ers of Standard Oil of Indiana, and 
Continental Casualty from holders of 
Hilton Hotels’ cartes blanche. 


Cover Hydrofoil Ship 


The Denison, a hydrofoil ship built 
by Dynamics Development Inc. for 
Maritime Administration, has been in- 
sured for $3.5 million. The builder will 
pay for the insurance until the ship is 
turned over to the federal agency. The 
craft is 104 feet long and has a dis- 
placement of 80 tons. The craft, un- 
dergoing tests at Oyster Bay, L.I., will 
develop a speed of 60 knots when it 
goes into use next year. Its hull lifts 
out of water and glides on foils. 

The hull cover was written 55% in 
the U. S. market, with American Hull 
Insurance Syndicate acting as lead un- 
derwriter, while the remainder went 
to London. P.&I. cover for the first 
$250,000 was insured in National Auto- 
mobile & Casualty, the remainder in 
American Manufacturers Mutual and 
London. 

Richard G. Vedeler, special agent of 
Springfield in New Hampshire and 
Vermont, was honored on his retire- 
ment at a testimonial dinner at the 
Manchester (N.H.) Country Club. Rep- 
resentatives of the two state agency 
associations attended as well as Mr. 
Vedeler’s company colleagues and spe- 
cial agents from other companies. 
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Western Pacific Names 
W. D. Bernard At Spokane 


Western Pacific, Seattle, has ap- 
pointed W. D. Bernard underwriting 
supervisor and office manager at Spo- 
kane to succeed Everett Spurlock who 
has been named manager at Seattle. 
Mr. Bernard had been underwriting 
manager of United Pacific at Spokane. 

Employers Mutual Liability has in- 
creased physicians and surgeons mal- 
practice rates 12.5% in New York. 


~” 


Ask 5% Increase In Auto 
Compulsory In Mass. 


At an insurance department hearing 
in Boston to consider a proposed 5% 
increase in compulsory auto liability 
rates for Massachusetts, E. L. Twomey, 
counsel of Casualty Insurance Com- 
panies Serving Massachusetts, stated 
that “for more than a generation, the 
Massachusetts claim frequency has 
been more than twice the national 
average.” Personal injury claims as a 
result of accidents involving private 
passenger cars totaled 104,575 in 1960, 
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he reported. The average 
claim was $619. 

The consumer advisory council of 
the state attorney general’s office 
urged that statutory auto liability 
limits be increased from $5,000 to $10,- 
000. Rep. Ansel of Boston charged the 
insurers with being “deceitful and cor- 
rupt” in their arguments. 

Kansas has approved the deferred 
premium payment of Inland Marine 
Insurance Bureau. IMIB has with- 
drawn its former installment payment 
plan. 
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Rules, Limitations Of National Bureau Franchise Plan Explained 


(CONTINUED FROM PAGE 2) 
automobiles of any type. Automobiles 
owned by employes of either the pri- 
mary insured or of franchise operators 
may be included if they meet the re- 
quirements. 


General Liability 


For general liability insurance, there 
is required a minimum annual pre- 
mium at manual rates for basic limits 
of $100 for the exposures to be in- 


_ THE AMERICAN 


When you deal with The American, you 
enjoy a selling edge over the competition. 
Take convenience and speed, for example. 
With 31 branch offices spread across 
the continent, The American puts trained 
fieldmen and underwriters close at hand 
to give you on-the-spot assistance. Each 
branch, complete in itself, offers fast claim 
settlements, prompt policy-writing, expert 
engineering and premium audit service. 
Second, The American provides definite 
rating and coverage advantages in many 


cluded. For burglary insurance, the 
minimum annual premium is $100 and 
for glass insurance it is $50. All these 
requirements are subject to some state 
variation. 

Likewise, the requirements for in- 
cluding automobiles owned by em- 
ployes emphasize the necessity of con- 
trol by the employer and do not admit 
any automobile, just because it hap- 
pens to be owned by an employe of 
a particular party. There must be five 


GIVES YOU 





areas — meaning more business for you. 
And third, The American's multiple-line 
facilities mean you dial just one number 
for a// the answers to problems involving 
just about any line of property or casualty 


insurance. 


These are some of the reasons why 
The American gives you the selling edge— 
why it pays you to deal with The American. 
For nearest branch office write: The 
American Insurance Company, 15 Wash- 


ington St., Newark 1, New Jersey. 





or more private passenger or commer- 
cial automobiles owned by the pri- 
mary insured, franchise operators, em- 
ployes of either, or any combination. 
The usual duties of each such em- 
ploye must involve the use of auto- 
mobiles in the employer’s business and 
the employe must receive some oper- 
ating allowance or his terms of em- 
ployment must clearly contemplate the 
use of an automobile owned by him. 
He must be subject to supervision and 





The American Insurance Company 
American Automobile Insurance Company 
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his employer must maintain and en- 
force requirements regarding the use 
and maintenance of these automobiles, 

These employe-owned automobiles 
are covered under basic automobile 
liability provisions—not the family au- 
tomobile policy—and are not subject 
to safe driver insurance plan discounts 
or surcharges. Further, only one auto- 
mobile per employe may be so insured, 
Thus, in the not uncommon case of 
an employe owning an automobile 
which he uses primarily in business, 
under conditions which make it eligi- 
ble for this rating plan, and another 
automobile which is used by his family 
for personal purposes, the second au- 
tomobile must be insured separately 
and may not be included in the em- 
ployer’s schedule. 

The inclusion of employe-owned au- 
tomobiles is not, of course, restricted 
to risks involving franchise operations. 
It may be applied to any employer. 


Old Republic Ins. 
Acquires A&S Insurer 


Old Republic has acquired Motorist 
Beneficial Life of Chicago. Operations 
of the latter company, which have been 
confined to A&S, will be expanded to 
other casualty coverages. It will oper- 
ate as a wholly owned subsidiary and 
its capital structure will be increased 
to enable the expanded operations. 

Newly elected officers of Motorist 
Beneficial Life are James H. Jarrell, 
chairman; William R. Stover, presi- 
dent; Dee E. Miller, senior vice-pres- 
ident and treasurer; J. Russell Freeman 
and Charles S. Wilkes, vice-presidents, 
and F. Vernon Rosenthal, secretary. 
All of the new officers have filled 
agerial positions with Old Republic 
and its affiliate Old Republic Life. 


Uchneat In N.E. Field 


Buffalo has appointed Joseph M. 
Uchneat multiple line special agent for 
Connecticut and Massachusetts. He has 
been in the business 20 years, as un- 
derwriter, survey coverage analyst, 
and special agent, most of it with Hart- 
ford Fire group. He also traveled cen- 
tral and western New York for Zurich. 
In recent years he has been in the 
home office casualty underwriting de- 
partment of Buffalo. He will be as- 
sociated with Ernest G. Ashton at the 
New England service office in Provi- 
dence. 


Waters Named In Ga. 


Royal-Globe has appointed Donald 
E. Waters state agent at Savannah, Ga. 
He succeeds Gerard C. Smith, who 
has resigned to enter the agency busi- 
ness. Mr. Waters joined Royal-Globe 
in 1956 and was previously special 
agent at Tampa. 
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(CONTINUED FROM PAGE 1) 

the new organization now has 132 
members, with excellent prospects of 
a steady increase. Qualifying in 35 ad- 
ditional states involved much expense 
—licensing, travel, etc—so NISS is 
temporarily faced with a deficit. Mr. 
Bell’s remarks on this point were sup- 
plemented by the report of R. J. Thorpe 
Mutual Service group, who is treas- 
urer of the organization, and the di- 
rectors tackled the problem of a re- 
vised dues schedule. 

Mr. Bell emphasized that, despite 
the problems created by the changed 
operation, NISS has been able to pro- 
vide its service at not more than two- 
thirds of the cost of similar services. 
Member companies last year wrote 
more than $700 million in premiums, 
of which almost $500 million is serv- 
iced by the organization. 

M. W. Powers of Great Central of 
Peoria was elected president of NISS. 
The six vice-presidents are S. H. Gless- 
ner, Buckeye Union Casualty; Frank 
Duboc, Western Casualty; A. F. Kor- 
ing, Suburban Casualty of Wheaton, 
Ill.; Owen Walters, Imperial Casualty 
& Indemnity; Don Ruetz, Badger Mu- 
tual, and A. L. Bernd, State Auto of 
Indianapolis. 

L. L. Ballard, Farmers Casualty of 
Des Moines, is secretary, and R. L. 
Thorpe, Mutual Service Casualty, is 
treasurer. 

In his talk at the NISS meeting 
James C. O’Connor, secretary the Na- 
tional Underwriter Co., said insurance 
men should realistically admit that 
the safe driver rating plan and other 
innovations in automobile insurance 
were prompted at least as much by 
competitive, public relations and poli- 
tical considerations as by actuarial 
principles, but this does not mean that 
these steps are fundamentally unsound. 
He also pointed out several situations 
which he regards as danger spots in 
the business today. 


Draws Historic Parallel 


Mr. O’Connor drew a historic par- 
allel in the development of the present 
class 1-2-3 basic rating plan for pri- 
vate passenger automobiles. It was in- 
troduced by independents in the mid- 
dle 1930s, was attacked by actuaries 
as unsound and did not become gen- 
erally adopted until independents had 
cut deeply into the market. Despite its 
competitive origin, it has _ persisted, 
with only minor changes in detail, and 
has survived even the fierce competi- 
tion of recent years. Mr. O’Connor said 
he thinks the same may be true of in- 
dividual merit rating, despite its com- 
petitive origin and the actuarial attacks 
upon it. 

Reviewing the many independent 
plans, Mr. O’Connor pointed out that 
nearly all are based fundamentally 
upon the National Bureau safe driver 
plan and that almost every variation 
represents a hope that some profitable 
business can be acquired in the class 
affected by the variation. Examples are 
a “super class 1”, with such additional 
requirements as limited maximum an- 
nual mileage, limited number of regu- 
lar operators, maximum age of any 
operator, etc., and juggling of terri- 
torial boundaries—in the latter case, 
the underwriter obviously hoping to 
attract desirable insured who are lo- 
cated close to a low-rated territory. In 
most cases, these variations appear to 
be little but educated guesses, with a 
lot of money being bet on a guess. 

On the warning side, Mr. O’Connor 
said he does not question the sincerity 
of insurance company executives who 
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M. W. Powers Elected President Of NISS 


say they recognize their obligation to 
provide insurance for every person 
reasonably entitled to it and that their 
aim is to establish a system under 
which everyone can get coverage at a 
price which adequately measures his 
exposure. But the emphasis which 
these plans place upon supposedly “de- 
sirable” business has set up a situa- 
tion where a human eagerness can 
cause underwriters and producers to 
overlook the other objective. Politic- 
ally, that could be fatal to the insur- 
ance business. While the agitation for 
compulsory automobile insurance and 
monopolistic government automobile 
compensation funds is not as strong as 
it was a few years ago, Mr. O’Con- 
nor warned his audience that it has not 
disappeared and is not likely to dis- 
appear in the lifetime of any insurance 
man—and could be quickly revived by 
emphasis on selective underwriting. 

Another point which Mr. O’Connor 
stressed is that there is now a pro- 
nounced tendency to contest close 
questions of coverage. This is not 
confined to automobile insurance and 


it obviously represents a feeling that 
forms have been made too broad and 
rates are inadequate. He said he does 
not think it reflects top level thinking, 
but it clearly exists at the lower ad- 
justment and underwriting levels. 

“Underwriting in the loss depart- 
ment,” he said, amounts to asking for 
trouble and the proper course is obvi- 
ously to correct rates and forms where 
needed. Finally, Mr. O’Connor said, 
the insurance business should resist the 
public feeling that it should take over 
functions which are properly those 
of legislative, judicial, law enforce- 
ment and other officials. He referred 
to judges letting the existence of 
liability insurance influence their 
treatment of traffic cases, the public 
expecting insurance companies to stop 
highway accidents, force automobile 
manufacturers to build safer or less 
expensive automobiles, etc. While this 
attitude is in a sense a tribute to the 
insurance business, it could, if contin- 
ued, be an important step toward so- 
cialization of it. 


Motors has filed a 20% deviation 
plan in New York that includes a 
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merit rating plan with 2% credit for 
accident-free risks and a 25% sur- 
charge for all others. Its driver train- 
ing credit and the added charge for 
comprehensive on autos with expen- 
sive windshields have been deleted. 
The 20% discount is graded down- 
ward on older autos. 


—_— 


Mo. Auto Rates Changed 


National Bureau has raised auto lia- 
bility rates on private passenger cars 
in Missouri by an average of 10% for 
5/ 10/5 limits. 

National Automobile Underwriters 
Assn. has raised rates an average of 
1.8%. On private passenger cars the 
increase is 3.5% for $50 deductible col- 
lision and 9% for $100 deductible. 
Comprehensive rates on this class are 
down 1%. Rates on commercial ve- 
hicles are increased .001. All changes 
are effective Nov. 1. 


Walter B. Savage, Trenton special 
agent of Standard of New Jersey, gave 
eight performances in three weeks of 
his Wobo, the fire clown. The perform- 
ances were witnessed by 1,800 children. 
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Editorial Comment 
A Look At The Non-Can Program 


The proposal of National Bureau to 
introduce its program of non-cancella- 
tion of auto liability policies into Mary- 
land is one more example of the vol- 
untary assumption of self regulation 
to avoid the possibility of regulation 
imposed by legislation. Whether this 
type of development is a good thing 
or not, it is what continues to occur. 
We suspect that in some cases it may 
add to paper work and expense with- 
out producing the desired (or equiv- 
alent) benefit. 

But the odds are in favor of volun- 
tary self discipline in preference to the 
statutory imposition, but to attain a 
desirable objective and to do so less 
onerously and more efficiently. This 
certainly is the case with non-can 
auto liability, which, it seems safe to 
assume, will be approved in Maryland, 
and which it also seems safe to assume 
will be followed by non-bureau auto- 
mobile insurers. 

One practical effect of the non-can 
rules that are proposed, and that are 
being followed in New York, undoubt- 
edly will be to force insurers to be 
careful in writing automobile. It has 
steadily become, in recent years, less 


and less a line for amateurs, and there 
is nothing in sight to change the trend. 

In Maryland, it is reported, the pres- 
sure for the legislature to do something 
about auto liability policy cancella- 
tions mounted sharply after one in- 
surer moved in, put a bunch of auto 
business on the books, and then can- 
celled more than 1,000 policies over- 
night. This is not the first time this 
has occurred and Maryland is by no 
means the only place where it has 
occurred. 

One can hardly blame a company 
for trying to save itself from getting 
mauled by wholesale cancellations of 
auto business. But such a company 
deserves no praise for having made a 
blundering mistake in deciding to en- 
ter a territory in the first place. For 
moving in and then pulling out by way 
of cancellation helps give the busi- 
ness a bad name and makes it tougher, 
for a long time, for more intelligent 
practitioners of the insuring art. The 
non-can program will make an in- 
surer’s management think twice, 
which it should do anyway, before 
plunging into a market with whose 
dangers it is unfamiliar.—K.O.F. 


Conventions, Prizes And Other ‘Awards’ 


It is believed by some company 
counsel that free trips to resorts, 
swimming pools, boats, and other prizes 
presently being offered or planned as 
prizes to agents for production of fire 
and casualty business are subject to 
federal income tax on the recipients. 
In addition, Internal Revenue Service 
is scrutinizing much more carefully 
the character of all conventions, in- 
cluding those to which the local fire- 
casualty agent pays his own way, and 
organization conventions for which 
company representatives do not pay 
their expenses. 

In this connection, 
conventions held by 
for their producers, 
Frost Jr., 


comments on 
life companies 
made by O. L. 
associate counsel of Occi- 


dental Life of California, to American 
Life Convention in Chicago are inter- 
esting. 

Traditional patterns of agency con- 
ventions in the life insurance business 
may change substantially in the next 
few years, Mr. Frost predicted. Em- 
phasis on teaching new sales methods, 
refining known sales techniques, an- 
nouncing new products, sales tools, 
etc., may be the primary feature of the 
‘future conventions. Recreation and 
play may be confined to personal, 
family days before or after the busi- 
ness portion of the convention. Recent 
tax cases call for new planning to 
avoid possible severe tax penalties on 
the companies, salesmen, and home 
office employes. 


In a recent case, decided by a court 
traditionally friendly to taxpayers, it 
was held that all but a small part of 
the expense of attending an agents’ 
convention was not only income to the 
agent but, further, could not be de- 
ducted by the agent because the ex- 
penses were held to be personal in 
nature. A second and very similar case 
quickly followed in the same circuit 
and U. S. Supreme Court has been 
requested by the taxpayers to review 
both cases, Mr. Frost said. It has 
denied certiorari in one. 

In each case there was a vigorous 
dissent, but in each case the majority 
opinion found the particular conven- 
tions were intended as a reward or 
bonus and were not primarily for 
business purposes. The first case is 
Patterson vs Thomas, 289 Fed. 2d 108 
(5th Cir. 1961) and the second case is 
Rudolph vs U. S., 291 Fed. 2d 841 
(5th Cir. 1961). 

The first case arose in Alabama, the 
second in Texas and now other cases 
are being reported in a pre-trial stage. 
The first case involved an employe- 
agent, the second an independent con- 
tractor agent, and cases are now being 
reported on home office employes. The 
key issue in each case is the same: 
As a question of fact was the partic- 
ular convention held primarily for 
business purposes? Or, was it in fact 
merely a bonus or reward for past 
sales efforts? If a particular conven- 
tion is a bonus, the company has a 
duty to withhold, to file information 
at source reports, and individual parti- 
cipants must adjust their own declara- 
tions of estimated tax. 

To avoid these problems, presumably 
many companies may change their 
convention programs by deleting prac- 
tically all time previously devoted to 
recreational activities and devote full 
days to formal business meetings. Both 
decided cases were particularly critical 
of a wife’s alleged business role. If 
these cases are not reversed, it will 
be impossible for the average house- 
wife’s convention trip to be anything 
other than a personal vacation trip 
for her. 

If these cases stand, the convention 
of the future may be packed with 
speeches, panels, meetings, and work- 
shops that are pointed toward future 
increased sales. Plaques, trophies, and 
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similar awards for past sales victories 
will still be in order but recreation, 
vacation, fun and frolic will be second- 
ary. Roll calls of some kind may be- 
come accepted practice. Preservation 
of roll call records by the company 
could be very helpful to an agent later 
when a revenue agent is asking him 
questions. Wives and children may 
have to be left at home or brought at 
personal expense if the tax conse- 
quences are to be avoided. 

The life insurance business repeat- 
edly has been warned by some of its 
thoughtful leaders that it is not grow- 
ing as fast as the economy as a whole, 
Mr. Frost noted. A recent survey in- 
dicates the industry’s competitive 
strength is greater than many thought 
— but there is a need for better sales- 
manship at every customer economic 
level. A new type of sales convention 
may help solve that advanced training 
problem. (Perhaps this would also 
help the fire-casualty “agency system” 
to regain some of the momentum some 
of its representatives feel it has lost.) 
—K.O.-F. 





Personals 


Frank R. Peterson, vice-president 
and treasurer of the F. D. Hirschberg 
& Co. agency, St. Louis, is recuperat- 
ing from surgery at Lutheran Hospital. 
He will be in the hospital for a time. 


Walter H. Nangel, insurance man- 
ager Celanese Corp., has been named 
chairman of the insurance committee 
of Manufacturing Chemists’ Assn. 


Ira L. Morris, retired secretary and 
general manager of Buckeye Union 
Casualty, is recovering satisfactorily 
at his home in West Palm Beach, Fla., 
from an operation. 


John D. Alsop, president of Mutual 
of Hartford, has announced his candi- 
dacy for the Republican nomination 
for governor. He had sought the nomin- 
ation in 1958 but lost to Fred R. Zeller, 
who lost in the election to Abraham 
A. Ribicoff, now secretary of Health, 
Education & Welfare. Mr. Alsop and 
Stewart and Joseph Alsop, journalists, 
are brothers. 


Wellington F. Roemer, Toldeo agent 
who also has an office at Fort Lauder- 
dale, was named “Father of the Year” 
of Toledo University in connection 
with the Toledo-Western Michigan 
football game. Mr. Roemer has been 
active in support of football activities 
at Toledo for a number of years. 


Richard R. Willis, local agent of 
Washington Court House, Ohio, on 
Nov. 2 will no longer be the husband 
of Mrs. Ohio. His wife, Gay, is conclud- 
ing her reign at that time. She was 
among the six finalists in the Mrs. 
America contest. The Ohio Mrs. Amer- 
ica has duties that occupy time 
throughout the year. Mr. and Mrs. 
Willis have four children. 


Deaths 


JOSEPH H. BOWEN, 55, president 
Grain Dealers Mutual, died at White 
Sulphur Springs, W. Va., where he 
had attended a meeting of mutual 
company executives earlier in the 
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week. Mr. Bowen joined Grain Deal- 
ers Mutual in 1927 at Indianapolis in 
the mill and elevator underwriting de- 
partment, and in 1938 was made man- 
ager. He was elected vice-president in 
1948, secretary in 1953, and president 
in 1959. Mr. Bowen had served as 
chairman of the management and un- 
derwriters committees of the Mill & 
Elevator Rating Bureau, and as a 
member of the management committee 
of Improved Risks Mutuals. 


J. B. ALLEN, 74, veteran agent at 
Battle Creek, died at his rural home 
near the city. 
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T. W. REED, 69, prssident State major investment cornerstone for them. For instance North America has 


Farm Mutual Tornado, died in Camer- 
on, Mo., after an illness of three 
months. He became a director in 1934 
and was named president in 1958. 


GEORGE L. MILTON, 72, retired 
supervisory official of Home at Mem- 
phis, died there. He had also been 
with the company at Birmingham. 


DAVIS L. HUSTON, 69, owner of an 
agency bearing his name in Bloomfield, 
Ky., died at Flaget Memorial Hospital 
in Bardstown of a ruptured appendix. 
He formed his agency in 1931. 





Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 


The vitality of the insurance stock market—both on the fire-casualty and 
the life sides—continued its demonstration last week. As Sidney B. Lurie of 
Josephthal & Co. notes, bank and insurance stocks are in a private bull market. 

Gulf Life and Life & Casualty each was insistently accumulated. Gulf took 
off from a standing start after a previous 3 point selloff and at 39 had added 
4 points for the week and was in new high ground. Life & Casualty had 
shown strength the previous week and then last week added 3 more points, 
at 33. Lamar Life advanced 4 points, to 76142 bid with no stock offered, on 
intimations and then official word of a proposed 50% stock dividend. These 
are all Murchison situations, so they will now be eating regular. 

Commonwealth Life was one of the week’s most brilliant performers on the 
upside. Taking off from 50 Monday it raced up to 60 by week end. On a former 
buying flurry it went up to 54%4, then faded rapidly to 4514, held and slowly 
advanced to this week’s take-off stage. 

Beneficial Standard Life, which retreated 10 points in a hurry after reach- 
ing 52, retraced its steps last week and was up to 49 Friday. 

Republic National Life spurted 10 points on top of 5 the previous week 
and was flirting with 90. Great Southern Life, Southland Life and South- 
western each was up 5. 

Northern Life is a stock that has become wanted with little or nothing being 
offered. It is in the 190 range. 

_ j— 

General Reinsurance resumed its upward course with another breath- 
taking leap to 180, up 15. American Reinsurance at 70 was up 5 and Employ- 
ers Re at 72 was plus 3. Boston Insurance vaulted 5 points to 44144. The mar- 
ket action here lately suggests that something may be up. Aetna Casualty was 
plus 4 and Aetna Insurance 3. Other gainers in the fire-casualty list included 
Pacific Indemnity, St. Paul and U.S.F. & G., each up a point. Hartford Fire 
lost 2 points and Home 1. 

Fidelity & Deposit, usually a pedestrian in the market for long stretches, hit 
a breeze of wind and added 8 points last week, at 68 bid. This was on top of 
a gradual improvement of 4 points over the past several weeks. F. & D. 
avoided the trap of entering the casualty and fire business full tilt some 15 
years ago when New York finally abandoned its stiff-necked barrier between 
underwriting powers. They just continued to play their great strength in the 
fidelity-surety business whilst gradually developing a book of business and 
experience in other lines. In the pell mell rush of those days to make up for 
lost time with single line insurers undertaking to become omnibus overnight, 
tears were dropped for F.&D. which elected to stay with what it knew. But 
there is no pity today for F.&D. 

Another specialty insurer—Hartford Steam Boiler, was 4 points higher 
at 127 bid. 

Jefferson Standard Life turned reactionary after a fast 10 point runup and 
at 85 was off 5. Franklin Life was down 3. B.M.A., which has been steady but 
unchanged for some time, moved up 2 points to 87. Lincoln National was 3 
better, whilst Aetna Life, Conn. General and Travelers marked time. Contin- 
ental Assurance was lower, and is now down 12% from its peak. U. S. Life 
was off 4. 

North American Life retreated to 24% bid and was off 4 from its recent 
high point. United of Chicago was back up to 60. Monumental Life, at 92, was 
up 2. 

The J. C. Bradford situations continued to gallop with the Northwestern 
National Life bid reaching 190 and that for Old Line Life 140. 

National Old Line started upwards after a little slump. At 31% bid it was 
up about 2 points from its recent low. College Life at 115 bid was strong. 

Citizens Life gained 3 points to 33, Coastal States Life 3 to 22%4, Eastern 
Life 8 to 124. Nationwide Corp. which advanced to 46 just prior to its deal 
to dispose of Northwestern National Life holdings, and then retreated to 39, 
gained favor again and was at 43 Friday. 

The Meserole issues were much in demand. Pacific and Bankers & Shippers 
at 65 were up about 4 and Jersey was all on the bid side at 361%. These seem 
to be making a belated response to the recent dividend increase and also to 
word of favorable underwriting results even despite Carla. The Crum & 
Forster names also were higher. 

Insurance Company of North America edged higher into new high ground. 
Word here is that even with Carla INA is likely to sneak under the 100 mark 
on underwriting. 

The increase of 2 points in the market for Standard Oil of New Jersey makes 
a lot of hay for many insurers, as this year-in-and-year-out constitutes a 


. — shares or so of Jersey, so 2 points here, so to say, pays for a lot of 
arla. 

Incorporated Investors eliminated its entire holdings of 58,500 shares of 
Fireman’s Fund. Doubtless this was the source of the recent secondary issue 
of 50,000 shares at 65. Subsequently Fireman’s Fund dropped (under Carla 
pressure) to about 57. Last Friday it was up to 67 bid. Incoporated Investors 
also reduced its holdings of Legal & General Assurance of England from 37,- 
500 to 15,000 shares. Fairfield Securities, the no-load fund of New York, which 
has been attracting attention, invested in 9,000 shares of Kentucky Central 
Life & Accident. Its other insurance holdings are 500 Continental Casualty and 
1,500 Combined. United Funds Inc. disposed of its 24,200 shares of Home and 
increased its interest in Travelers from 25,000 to 29,000 shares. Lazard Fund 
cut back on its Travelers from 31,500 to 27,000 shares. State Street Invest- 
ment Corp. reduced its Fireman’s Fund from 42,500 to 35,500. 

The offering of 250,000 shares of Missouri Fidelity Life at 5 by A.C. Allyn 
& Co. was oversubscribed and the stock went on to trade at 5144-6. 

Republic Insurance of Dallas was up a point on announcement of a proposed 
stock dividend of one share for 24. 

Insuranceshares Certificates Inc. (heavily invested in Hartford Fire and 
North America) traded in exceptional volume last week on the New York 
Stock Exchange. There was a total of 11,100 shares, all traded at 52. This closed- 
end company has the policy of buying in and then canceling its own shares. 

Eaton & Howard Balanced Fund reduced its Continental Casualty holdings 
from 29,500 to 8,000 shares, North America from 9,000 to 1,700 and U.S.F.&G. 
from 31,500 to 500. Eaton & Howard Stock Fund cut back Continental Casualty 
from 22,500 to 2,500, North America from 15,000 to 1,000, and Travelers from 
13,000 to 3,000. 

Moody’s Stock Survey notes that adjusted earnings of Insurance Company 
of North America for the third quarter were 83 cents against 66 cents the 
previous year. This is concrete evidence that Hurricane Carla will prove less 
costly than Donna in 1960. For nine months North America’s adjusted earnings 
were $1.97 against $2.48, but the decline came in the first half due to cold 
weather losses. Surplus is up $100 million since September, 1960, and per share 
liquidating value of $68 is up 16%. Moody’s states that while this stock is not 
cheap its appreciation record has been excellent and it should be held for 
further gains. 


Bid Prices Of Insurance Stocks 
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Wake 3156 71 89 Gov. Empl. Life ..... 43 78% 117 
Cal.-Western States. 443g 76.=«=—=«99,«« Great American w% 51% 55 
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© Auto Bodily Injury @ Financial Responsibility 

© Property Damage Filings 

© Comprehensive © General Liability 

® Collision @ Fire & Extended Coverage 


PREMIUM FINANCING 


if it’s hard to place . . . write, wire or call 


KurT HITKE 6& COMPANY. INC. 


175 W. Jackson Blvd., Chicago 4, Ill. 
1776 Peachtree St., N.E., Atlanta, Ga. 








430 N. Fifth Street, Springfield, Ill. 
1090 N.E. 79th St., Miami 38, Fla. 
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Coverage 


DOESN’T LOOK AS GOOD ON 
A LONG HAUL TRUCKING RISK! 


When you or your company hit a snag in writing full coverage for a long 
haul trucking risk, call in Newhouse and Hawley to untangle the problem. 
No need for a client to be half covered when we can place BI, PD, fire & 
theft, collision and motor truck cargo for you. 


Single Limit Policies—primary or excess, direct or reinsurance .. . 
Newhouse and Hawley’s proven service and expert knowledge of both the 
American and London markets result in quick satisfactory placement of your 
risk. Call us yourself . . . or suggest that your company call us. 


“SERVICE is our most Important Product” 


KWHOUSE 
AWLEY, 


INCORPORATED 


AND 


175 W. JACKSON BLVD. + CHICAGO 4, ILL. +» HArrison 7-7890 - Teletype CG 1026 
123 WILLIAM ST. « NEW YORK 38, N. Y. + BArclay 7-1366 + Teletype NY 1-2823 
RHODES-HAVERTY BLDG. - ATLANTA 3, GA. + JAckson 4-3856 

3130 N. MERIDIAN ST. + INDIANAPOLIS 8, INDIANA « WAlnut 4-5391 
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Legislative Committee Told Of Law Need 


(CONTINUED FROM PAGE 1) 
the essential business of life insur- 
ance that can be permitted in the case 
of a domestic insurer. When that is 
done, it should be a simpler task to 
delineate the reach of New York’s re- 
quirement that out of state insurers 
must comply substantially with in- 
surance law requirements applicable 
to domestic insurers.” 

In the absence of legislation the New 
York insurance law will continue to 
have a built-in weakness in its pro- 
hibition of fire-casualty acquisitions 
by one group of life insurer and not by 
another, said Mr. Thacher. 

“Since the court of appeals handed 
down its decision my staff and I have 
been deeply and seriously engaged in 
consideration of all the implications of 
this decision. I can assure you they 
are remarkably complex, and I am 
not yet prepared to present to the 
committee the recommendations of the 
insurance department.” 

Buist M. Anderson, vice-president 
and counsel Connecticut General Life, 
pointed out that the immediate effect 
of the appeals court decision was neg- 
ligible: There was no rush among 
out-of-state companies to buy up fire- 
casualty companies, and there will be 
none until the situation could be cla- 
rified in other states. 

Continuing on a line of argument 
that the effect of the court decision 
would necessarily be a limited one, 
Mr. Anderson said that 38 companies 
were affected by the ruling—other li- 
censed companies being either Cana- 
dian or domestic and of those 20 are 
mutuals, none of which had expressed 
any interest in the fire and casualty 
business. Ten of those remaining al- 
ready have some kind of an affiliation 
with a general lines insurer. This 
leaves only eight companies, some of 


Record A&S Volume On 
Friday The Thirteenth 


A record $896,459 in A&S premiums 
was written by agents of Aetna Cas- 
ualty on Friday, Oct. 13. This was 34% 
more than a similar one-day campaign 
last year. The total was 17,230 new 
applications. 

The Chicago office led in premium 
volume with $55,693, followed by Hart- 
ford, Des Moines, Buffalo and Cleve- 
land. Buffalo was the leading producer 
of applications with 1,337 followed by 
Des Moines, Hartford and Pittsburgh. 
Salary budget income protection plans 
accounted for the highest premium 
volume. Non-cancellable and guaran- 
teed renewable policies, major medical 
plans, and the new business travel 
accident coverage also made strong 
showings. 





Memphis Claim Office 


James T. Bland and Jerry Downen 
Jr. have formed the Bland & Downen 
Claim Service in Memphis, with offices 
in the Laurelwood Building. Mr. 
Bland was superintendent of claims 
for U. S. F. & G. there before opening 
Bland Claim Service in 1960. Mr. 
Downen until recently served as Mem- 
phis claims manager of General Ac- 
cident group. 


Edwin H. Coggeshall, executive vice- 
president of Mutual of Pennsylvania, 
has retired. He had been in the busi- 
ness more than 41 years and became 
executive vice-president in 1960 with 
the merger of Perkiomen Mutual and 
Pennsylvania Mutual. 


which are prevented in their own 
states from making such a move. 

On the question of the rights of 
New York-based life companies, Mr. 
Anderson feels it is only fair for all 
companies to operate in New York 
with competitive equality. 

Representatives of a number of 
other insurers were questioned on 
their companies’ positions relative to 
the Connecticut General decision. The 
uniform answer was approval of some 
sort of legislation allowing New York- 
domiciled to buy or form general lines 
subsidiaries. Adlebert G. Straub Jr., 
2nd vice-president New York Life, 
read a statement of Clarence J. Myers, 
president of the company, made be- 
fore the joint legislative committee in 
January, 1960. The statement called 
for “adequate safeguards against ex- 
cessive total investment in any such 
affiliate in relation to total surplus of 
the parent life insurance company.” 
Otherwise New York Life still ap- 
proves of a change in the present law. 

Eldon Wallingford, associate general 
counsel Life Insurance Assn., said that 
a committee of his association had 
finished its deliberations since the an- 
nouncement of the appeals court de- 
cision. This amounted to another vote 
for the domestic insurers. 

Daniel J. Reidy, vice-presidert and 
general counsel Guardian Life, and 
Gerhard A. Munch, assistant general 
counsel, stated their companies’ sup- 
port of the idea. None of the compa- 
nies except Connecticut General ex- 
pressed interest in doing any buying 
for their own benefit. Mr. Anderson 
said Connecticut General is contin- 
uing to look around for a _ suitable 
company to acquire. 
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Insurer Loses Ark. Excess Of Policy Suit 


(CONTINUED FROM PAGE 13) 
counsel who felt the case had gone 
better than anticipated and that there 
was a good possibility that the com- 
pany would get a defendant’s verdict. 

That there was some basis for the 
company’s optimism at this point in 
the original trial is given some support 
by the testimony of Hardin’s attorney, 
John Eldridge, in Hardin’s later action 
against the company when Eldridge 
testified: 

“In substance to the best of my 
recollection when the jury had retired 
and was gone out a pretty good length 
of time, I talked to Mr. Calhoun and 
we were a little afraid the jury might 
think he was at least 50% at fault, 
and you know, as a lawyer, the jury 
might not know, he wouldn’t have got- 
ten anything if the jury held he was 
50% or more at fault. I felt in view of 
the fact the jury had been out so long 
we should make an offer at that point, 
and he authorized me to make an offer 
to settle for $4,000.” 

However, when the jury did come in, 
it brought back a verdict for Calhoun 
in the sum of $25,000 for personal in- 
juries, less 15% attributable to neg- 
ligence of the plaintiff. Southern Farm 
Bureau immediately took steps to ap- 
peal. In the meantime, Hardin, after 
‘conferring with counsel, concluded 
that there was not much chance of 
reversal. Thereupon he began negotia- 
tions in an attempt to settle the matter 
and save as much as possible, succeed- 
ing in getting Calhoun to accept $15,- 
000, both bodily injury and property 
damage in settlement of the judgment. 
Southern Farm Bureau paid the $5,000 
under its policy leaving Hardin to pay 
the balance of $8,810, on the BI award. 
Hardin then sued Southern Farm Bu- 
reau for the amount he was compelled 
to pay Calhoun’on the theory that the 
company was negligent or did not act 
in good faith in failing to settle the 
case within the policy limits. This case 
came to a jury trial in circuit court 
at Little Rock, resulting in a verdict 
for Hardin. Southern Farm Bureau ap- 
pealed to the supreme court. 

In its appeal Southern Farm Bureau 
contended it was not guilty of negli- 
gence or bad faith in refusing to settle 
the action of Calhoun against Hardin 
under the circumstances, that Hardin’s 
case was based on hindsight and sec- 
ond guessing, and that offers to settle 
prior to the trial were qualified or 
tentative offers only and were never 
subsequently confirmed. 

The supreme court held that “ac- 
cording to the undisputed evidence 
plaintiff had made an offer to settle for 
$4,000 and although the insurance com- 
pany had placed an evaluation on the 
case of around $2,500, they made no 
effort or counter offer whatever to 
bring about a settlement. Of course, 
Mr. Meacham (the company’s repre- 
sentative) thought that under the terms 
of the policy the insurance company 
could lose on account of the personal 
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injury only $1,000 in addition to the 
$4,000 plaintiff was offering to accept 
in settlement. In the case at bar, the 
jury could have found that the insur- 
ance company was willing to gamble 
the $1,000 against the $4,000 that the 
plaintiff had offered to accept in set- 
tlement and wholly disregarded the 
damages that Hardin might sustain by 
reason of the failure to settle. ... It 
will be noticed from Mr. Meacham’s 
testimony that Mr. Yingling (company 
counsel) did not say he would make no 


offer at all of a settlement; he merely 
said he would not recommend the pay- 
ment of $4,000. 


A Jury Question 


“As to just what occurred in this 
conversation, we have only the tes- 
timony of Meacham on the one hand 
and Hardin on the other. In these 
circumstances it was a jury question 
as to whether the insurance company 
was negligent or failed act in good 
faith by not attempting to reach a 
settlement within the limits of the 
policy,” the decision stated. 
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Ohio Farmers Names 


Dawson At Harrisburg 


Ohio Farmers has appointed An- 
drew J. Dawson special agent at a new 
office in Harrisburg, Pa., where he will 
be associated with John Stevenson, 
state agent in eastern Pennsylvania. 

Mr. Dawson started his insurance 
career as an assistant underwriter for 
America Fore Loyalty at Newark in 
1948. In 1951 he joined Pearl as an 
underwriter and for the past six years 
has been a field representative in east- 
ern Pennsylvania. 
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you? 


SECURITY INSURANCE GROUP 


$ 50,323,254.* 
Gee taay $220,887,983.* 
* July 31, 1961, Connecticut basis 


streamlined, fast service — finest claims service . 
which leads to satisfaction and more sales volume. 





Security 


be 





Insurance Group 


‘ SECURITY IS 
% OUR PRODUCT 





one of the oldest Connecticut full-line stock companies. 

A group of well-established, reputable names with universal acceptance. 
Together, they add up to hundreds of years of pioneering and 

service in insurance. 


during the past five years alone, Security Insurance Group has grown 
to over four times its previous size. And this isn’t growth for the 
sake of growth — it represents solid, substantial success based 

on realistic underwriting. 


. . this is the formula 


contingent-commission and profit-sharing contracts for qualifying business. 
Policies priced to meet direct writer competition, shaped to sell with 
modern features like monthly payments and deviated policies. 


Founded in 1841, and as modern as tomorrow, the Security Insurance Group is the single source for all 
these lines: life « accident « fire « casualty « group « automobile * marine * bonds and ali other forms 


of personal and business insurance. 


Security Insurance Company of New Haven 

New Amsterdam Casualty Company 

United States Casualty Company 

Connecticut Indemnity Company 

Founder’s Insurance Company 

Fire & Casualty Insurance Company of Connecticut 


Security - Connecticut Life Insurance Company 
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HOME OFFICE OHIO FARMERS COMPANIES — LEROY, OHIO 


Ohio Farmers... The Agents Company 


For more than a hundred years Ohio Farmers has been 
affectionately termed, by its many loyal agents, as “our” 
company. This close and personal relationship between agent 
and company is the result of Ohio Farmers policy of placing 
agency service, agency welfare and agency satisfaction first 


and foremost in all departments. 


Though well into its second century Ohio Farmers has 
kept pace with the changing times. A striking example is the 
new Ohio Farmers 4-Star® Budget Payment Plan — agents 


call it the Sensible way to sell insurance. 


This modern, progressive, dependable Multiple Line 


company features Fire and Allied Lines, General Casualty, 
Automobile and Bonds —all backed by national award- 
winning advertising and sales promotion materials. 

Yes, it is no wonder that the independent 

agents representing Ohio Farmers recognize YOUR 


it as “Their” company — and as a leader in Peni, 
the insurance industry. staves 


Ohio Farmers Companies 


Ohio Farmers Insurance Company e Chartered 1848 


Superior Risk Insurance Company ® Le Roy, Ohio 


Fire and Allied Lines * General Casualty * Bonds 
Automobile 
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800 Attend Ohio Agents’ Convention 





Speakers Cover Automation, Direct Writers, Direct Billing 
Agency Manpower, Management, And Ads 


In order to pack more into his pro- 
gram, Douglas N. Avery, secretary, 
scheduled on both the mornings of the 
annual meeting at Columbus of Ohio 
Assn. of Insurance Agents three sep- 
arate sessions which ran for 45 min- 
utes and then were repeated, thus al- 
lowing registrants to hear two of the 
three talks. 

On Monday these sessions covered 
automated agency accounting, getting 
new men in the agency, and agency 
advertising, while on Tuesday the sub- 
jects were selling life insurance in a 
general lines agency, office manage- 
ment, and observations from a former 
direct writing agent. 

Arthur F. Blum, Rockaway Park, 
N. Y., chairman of the NAIA com- 
mittee on agency accounting, and 
Eugene A. Toale, secretary Recording 
& Statistical Corp., handled the ac- 
counting program; Georege Renkert, 
American Agency, Columbus, spoke on 
bringing in new men, and S. H. Lance, 
Medina, talked on agency advertis- 
ing. 

The sale of life insurance was cov- 
ered by Gilbert D. Sewart, Cleveland 
manager Hartford Life; Robert L. 
Cook, Martins Ferry, talked on “Office 
Mismanagement in Your Agency Costs 
You Money,” and Adolph E. DiCresce, 
Akron, talked on “The Direct Writer 
Who Became Independent.” 


Drew Capacity Audiences 


Mr. DiCresce drew capacity audi- 
ences for his talk on how and why 
he left Nationwide Mutual and what 
happened after that. Some of the ef- 
fectiveness of his story was lost, how- 
ever, because his bitterness at Nation- 
wide showed too much. Mr. DiCresce’s 
departure was marked by the use of 
subpoenas, calling in the sheriff, etc., 
all of which indicated a non-normal 
situation. 

Ninety percent of the agents who 
leave Nationwide are doing three to 
four times better financially than they 
were with the direct writer, according 
to Mr. DiCresce. He started as a part- 


time agent and found that selling for 
Nationwide Mutual was more profit- 
able than his regular job. In time he 
became known as Mr. Farm Bureau 
Insurance in Summit County, produc- 
ing a volume of $300,000 to $350,000 
on which his gross income was about 
$50,000. 


Won 11 Trips 


In his 15 years with Nationwide 
Mutual, Mr. DiCresce won 11 trips 
for sales achievement, going to Europe 
and Burmuda and several places in the 
U. S. On these trips, he said, he noticed 
unrest in the agency force. The lead- 
ing producers complained about the re- 
gional managers, they objected to the 
fact that they had no vested interest 
in their contracts, that renewals (8% 
on casualty and 5% on fire) were not 
high enough. In his own case, he re- 
lated, he won the fire trophy three 
years in a row but never received 
more than $200 a month on renewal 
income for fire, which was not enough 
to pay an office girl. 

The agents didn’t like the way they 

(CONTINUED ON PAGE 39) 


And Continuous 
Policies Criticized 


Direct billing and continuous polities 
were given a one-two blast at the an- 
nual meeting of Ohio Assn. of In- 
surance Agents by two experts—H.H. 
Nelson of Council Bluffs, Ia., a mem- 
ber of the executive committee of 
NAIA, and Robert E. Battles of Los 
Angeles, a past president of NAIA. Mr. 
Nelson in particular scored effectively. 
His talk was given a standing ovation. 


Conducts Home Experiment 


Mr. Nelson said his comments were 
a synthesis of his reactions after four 
or five years of propaganda on direct 
billing. At one time he conducted a 
controlled experiment on 75 of his own 
accounts. After 18 months the com- 
pany decided not to renew and he 
found the agency had lost control of 
its customers. 

Quoting figures on an agency he 
bought, Mr. Nelson said the home- 
owners that were direct billed showed 
that a $14,000 policy produced a pre- 
mium of $22 every six months on 
which the agent’s commission was $3. 

(CONTINUED ON PAGE 42) 
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Douglas N. Avery, secretary of Ohio Assn. of Insurance Agents, with the new 


officers of that organization, William D. Kientz, Columbus, vice-president; Paul 


R. Whitbeck, Cleveland, president, and Robert M. Bell, Springfield, the out- 


going president. 


Whitheck Named 
President, Kieniz 
Goes Into Line 


Resolution Condemns Home 
For Selling Insurance To 
Employes At A Discount 


By JOHN BURRIDGE 


COLUMBUS-The annual convention 
here last week of Ohio Assn. of In- 
surance agents was a professional show 
from beginning to end. Attendance was 
good, the program was well arranged, 
the speakers were stimulating, the 
agents were interested, there were 
plenty of company representatives, 
there were 17 displays and sales booths 
outside the meeting room. It was prac- 
tically impossible for a registrant not 
to be entertained, stimulated and in- 
formed. 

Each state association of insurance 
agents has its own characteristics, and 
in Ohio one of the traits is an interest 
in the insurance business beyond the 
ordinary contact the agent has with it. 
This is reflected in the state’s history 
in the national association and par- 
ticularly in the resolutions adopted 
this year, the most controversial of 
which condemns Home of New York 
for “its practice of insuring direct, 
rather than through the independent 
agent, the personal lines insurance of 
its employes under the guise of a 
fringe benefit.” 


Touch Of The Professional 


The touch of the professional that 
Douglas N. Avery, secretary of the 
Ohio association, imparts to his duty 
of programing and overseeing a con- 
vention is reflected in the fact that 
everything went off without a hitch, 
or if there was a hitch nobody knew 
it. In fact extras were added. Gov. 
DiSalle actually showed up instead of 
sending an ambassador, and he un- 
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CINCINNATI, OHIO 
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Oh, well... auto insurance still 
available at Globe 
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expectedly made a major announce- 
ment, that Robert L. Mullins was to 
get the appointment as superintendent 
of insurance, a position in which he 
has been acting superintendent since 
E. A. Stowell was made executive as- 
sistant to the governor. 


List Election Results 


At the business session Tuesday 
afternoon concluding the convention, 
Paul R. Whitbeck of the W. F. Ryan 
agency of Cleveland was elected pres- 
ident to succeed Robert M. Bell. Wil- 
liam D. Kientz of the McElroy-Min- 
ister agency of Columbus was elevated 
from the board of trustees to vice- 
president. Newly elected trustees are 
Harry M. Feike of Wilmington, George 
Frankel of Cleveland, Robert Deuvall 
of Chillicothe and George McCleary 
of Springfield. Dwight H. Rutherford, 
treasurer; Mr. Avery, secretary, and 
John W. Hemphill, state national 
director, were reelected to these po- 
sitions by the trustees earlier in the 
month. Paul R. Gingher of Columbus 
is general counsel of the Ohio associa- 
tion. 

Close To Record 

Mr. Whitbeck, who has been vice- 
president and a trustee, is a past pres- 
ident of Insurance Board of Cleveland 
and is a director of National Assn. of 
Casualty & Surety Agents. 

Mr. Kientz, who remains a trustee, 
is a past president of Insurance Board 
of Columbus and is chairman of the 
nuclear energy committee of the Ohio 
association. 

The 800 registrations of the Ohio 
meeting were close to the record years 
of 1958 and 1959. The agents are frus- 
trated by lower rates and lower com- 
missions, and there was a good deal of 
conversation about these problems. Not 
a great deal was said by the program 


speakers in the nature of a solution 
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for the current difficulties, but the 
fire-eating talk of H. H. Nelson of 
Council Bluffs, Ia.. a member of the 
executive committee of NAIA, in op- 
position to direct billing as an expen- 
sive proposition for agents and possibly 
destructive of their future, drew a 
spontaneous standing ovation that il- 
lustrated most clearly that the agents 
are less than jubilant over their cur- 
rent circumstances. After Mr. Nelson’s 
talk it was evident that not everyone 
agreed with his conclusions although 
there was universal agreement with 
his description of the problem. 


46 Company Rooms 


The convention got under way Sun- 
day evening with a grand gesture of 
togetherness entitled the ‘‘President’s 
Reception.” This was a cocktail hour 
and sumptuous buffet dinner for about 
600 registrants. It was held in the ball- 
room of the Deshler Hilton Hotel. Two 
hours of this followed by several hours 
of visitations to company headquarters 
rooms, and there were 46 of them, 
served to give everyone a chance to 
acquaint himself with the hottest topics 
of the day. 

The program was loaded. Four of 
the speakers were Archie Slawsby of 
Nashua, N. H., a past president of 
NAIA; Robert E. Battles of Los An- 
geles, another past president of NAIA; 
H. H. Nelson of Council Bluffs, a 
member of the executive committee 
of NAIA, and Morton V. V. White of 
Allentown, Pa., the NAIA federal 
liaison man. The position of this quar- 
tet on current issues is very well 
known, and only Mr. Slawsby refrained 
from strong language in describing 
such topics as direct biiling, continu- 
ous policies and no prior approval 
rate regulation. 

However, the agents also were given 

(CONTINUED ON PAGE 37) 
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The annual convention of South Car- 
olina Assn. of Insurance Agents in 
Charleston attracted 365 to its ban- 
quet, a crowd that was larger than at 
any other convention in the associa- 
tion’s history except the one six years 
ago in Columbia. Registrants included 
a higher percentage of agents than 
ever before, despite the fact that every 
suite in the hotel except that occu- 
pied by the association itself was a 
company hospitality room. 

Hayne P. Glover Jr. of Greenville, 
outgoing state national director, was 
commended in a resolution upon his 
electiun as vice-president of National 
Assn. of Insurance Agents. In another 
resolution, the association vigorously 
endorsed the Big I advertising pro- 
gram of NAIA, and pledged full sup- 
port of the campaign. The association 
also reiterated its opposition to no 
prior approval for rate and coverage 
regulation. 


11 Insurers Bankrupt 


Commissioner William F. Austin dis- 
cussed the work his office has been do- 
ing in the past year and urged support 
for his program of more stringent re- 
quirements for licenses of both agents 
and companies. He emphasized the 
good work being done by a 10-man 
committee composed of representatives 
of the legislature, of the public, and of 
the insurance business to study insur- 
ance in South Carolina and recom- 
mend legislation. 

Emphasizing the need of such legis- 
lation, Mr. Austin said that currently 
his department is going through bank- 


ruptcy proceedings with 11 insurers, 
life, fire, and casualty, of which 
eight are from out of state. 

Carleton Thomas, public relations 


director of the North Carolina associa- 
tion, told agents they should get ac- 
quainted with their newspaper editors 
and offer to supply them with correct 
information about the business. He de- 
scribed the North Carolina association’s 
public relations program, emphasizing 
the wide participation by agents in all 
parts of the state. The program has 
attracted wide attention and _ has 
turned out to be highly effective. 
Maurice Herndon, manager of the 
Washington office of NAIA, reported 
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Attendance At South Carolina Agents’ 
Convention Sets A Record For Agents 


on the status of the Bogg’s bill to 
specifically exempt non-profit asso- 
ciations such as those of agents from 
federal income tax, even though the 
association does some legislative work. 
The bill currently appears to be bogged 
down. He described the effort to get 
through a no prior approval bill in Dis- 
trict of Columbia, and commented on 
the report of the Senate anti-trust and 
monopoly subcommittee. 

H. T. Shulenberger, insurance coun- 
selor of Miami, gave his talk on “The 
Confessions of an Optimist.” Hugh C. 
Lane, chairman of Citizens & Southern 
National Bank, Columbia, gave a gen- 
eral talk on socialism and communism. 
W. D. Huff, the association’s public re- 
lations adviser, was ill and could not 
appear on the program, as scheduled. 

The reports of the officers and of 
Lloyd E. Greer, manager, showed the 
association to be in sound financial 
condition. The South Carolina Under- 
writing Corp., a facility by which the 
association handles some state busi- 
ness, held its annual meeting. 

Golf Tournament 


In the annual golf tournament Rob- 
ert Johnson, Charleston agent, had the 
low gross, with Richard Avery of 
Aetna Casualty second. Thomas Car- 
penter of Aetna Casualty had low net, 
and Henry Turner of the H. Grady 
Turner & Son general agency second. 

About 45 ladies took the boat ride 
to historic Ft. Sumter plus a tour of 
Charleston Harbor. There was an oyster 
roast for the entire convention at Folly 
Peach the opening night. 


J. Tom Grier of Spartanburg, the 
new president, was chairman of the 
convention committee, aided by J. 


Morgan Goldsmith of Greenville, and 
Samuel E. Hanvey and T. T. Mappus 
Jr., both of Charleston. 


Companies Assist In 
Making Rally Success 


Companies and general agencies 
helped materially in making the an- 
nual convention of South Carolina 
Assn. of Insurance Agents at Charles- 
ton a notable success. 

Sponsors of the show 


floor were 
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Canal of Greenville, S.C., was well represented at the South Carolina 
agents’ convention at Charleston: Seated, T. J. Mims, president and treasurer, 
and Mrs. Mims; standing, Bryman Suttle; Charles M. Timmons, controller; 
William Landreth; G. Frank Mims, director of safety education, and Gordon K. 


Rodgers, vice-president. 





Carolina General Agency, Equitable 
Fire, Johnson & Johnson, McCants & 
Riley, Porter General Agency, Seibels, 
Bruce & Co., and Waddell, Lumpkin 
& Co. The cocktail party was given by 
Hugh F. Dick & Co., Hurt & Quin, Mc- 
Cants, Riley & Smith, H. Grady Tur- 
ner & Son general agency, and Ameri- 
can Fire & Casualty. American Casu- 
alty supplied the programs. 

In addition, several general agents 
and companies maintained hospitality 
headquarters, including Maryland Cas- 
ualty, Hurt & Quin, U.S.F.&G., Wad- 
dell, Lumpkin & Co., Seibels, Bruce & 
Co., First of Georgia, Johnson & John- 
son, American Casualty. 

Also, Canal, Carolina General Agen- 
ey, Specialty Agency, Hartford Fire, 
Citizens Home, H. Grady Turner & 
Son, Kinnett-Edwards-Boyd, Ratteree 


& Co., D. D. Murphy, Merchants Fire, 
Eastern Fire & Casualty, Fireman’s 
Fund, Standard Accident, American 


Fire & Casualty, and Aetna Casualty. 


Celina Mutual group has named 
Thomas Williams III chief underwrit- 
ing inspector. He will handle the in- 
spection and coordination of under- 
writing special risks. 


New Officers Of 
§. C. Association 


At its annual convention in Charles- 
ten, Ccuth Carolina Assn. of Insurance 
Agents elected J. Tom Grier of Spar- 





Edwin F. Saunders 


J. Tom Grier 


tanburg the new president. Robert 
C. Heffron of Charleston is the new 
vice-president, and Edwin F. Saun- 
ders of Walterboro is the new state na- 
tional director. Mr. Saunders is the re- 
tiring president, and in his new p st as 
emissary to the national association 
he succeeds J. Edwin Schachte Jr. of 





A four leaf clover? You might say do, 
but it does not iwolve 


2. which the wise and, lowert Koma acim 
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Charleston. Gordon A. Schmidt of 
Charleston is secretary-treasurer. 

New members of the executive com- 
mittee are James H. Williamson Jr. of 
Anderson, Claude E. McCain of Den- 
mark, and T. T. Mappus Jr. of Charles- 
ton. Lloyd E. Greer was renamed man- 
ager of the association. 

J. Tom Grier was sworn into office 
by his father, L. A. Grier Sr., a past 
president of the association. The oc- 
casion was the annual banquet, which 
wound up the affair. 

The new president began in the 
business in 1946 with the family agen- 
cy, Grier & Co. In 1948 he attended 
the agents’ school at the North Ameri- 
ca home office. He has been chairman 
of the state property and accounts 
committee. He has served on the ex- 
ecutive committee and as vice-presi- 
dent, in addition to several conference, 
convention, and finance committees. 


N. J. Issues New List Of 


Non-Admitted Insurers 


The New Jersey department has is- 
sued a new list of approved unau- 
thorized insurers. They are: 

Andrew Weir and Anglo French, 
London; Animal, New York; Appala- 
chian, Providence (Factory Mutuals); 
Dominion, Employers Surplus Lines, 
English & American, and Excess, Lon- 
don; Financial Indemnity, Los An- 
geles; Ins. Co. of the South, Jackson- 
ville; Ins. Corp. of Ireland, Dublin; 
Interstate Fire & Casualty, Chicago; 
Lexington, Boston; Lloyd’s of London. 

Also London & Edinburgh, London; 
Midland National, Chicago; Minster, 
London; Mission, Los Angeles; Mount 
Vernon Fire, King of Prussia, Pa.; Na- 
tional Indemnity, Omaha; National 
Ins. & Guarantee, London; Newfound- 
land American; Orion, London; Pre- 
ferred, Grand Rapids; River Thames, 
and St. Helen’s, London; Seven Prov- 
inces, The Hague; Sul America Ter- 
restres Maritimose Acidentes, Rio de 
Janeiro, and United Standard, and 
World Auxiliary, London. 


Chicago CPCU Forums, Lunch 
To Be Held Nov. 8, Not 13 

Chicago CPCU chapter will hold its 
annual forums as well as a presenta- 
tion luncheon honoring new CPCUs at 
the La Salle Hotel Nov. 8. The date 
was given erroneously in last week’s 
issue as Nov. 13. 
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Says Today’s Unresolved Questions Have 
Their Origin In Competitive Environment 


There are a great many unresolved 
questions in the insurance business to- 
day, questions dealing with many, 
many different subjects, but most of 
them have their origin somewhere in 
the competitive environment that has 
been growing during the past several 
years. 

This was the opinion of L. W. Kun- 
kel, manager marketing research de- 
partment Kemper companies, as he 
addressed National Assn. of Mutual 
Insurance Agents at its annual con- 
vention in Detroit. 

Mr. Kunkel said whether the par- 
ticular question involved deals with 
merit rating, or direct billing, or adding 
a new man to an agency, or selling 
A&S insurance—the reason contro- 
versy continues to exist is because 
people who suggest solutions to these 
questions represent their solution as 
the only correct and workable ones, 
when in fact many of the proposed 
solutions are correct. 

It is actually only a matter of get- 
ting to know one’s individual market 
well enough to be able to know what 
the customers want—and then select- 
ing from all of the possible solutions 
available the one that works the best. 
Buying Habits Differ 

The speaker said that people in dif- 
ferent areas and in different circum- 
stances will have different insurance 
buying habits and will respond to dif- 
ferent stimuli; that the most profitable 
method of running an agency will also 
vary between areas and circumstances 
in some relationship to these buying 
habits; and that agents should con- 
stantly reappraise their markets to 
make sure they’re are in tune with 
these habits—and if these habits 
change, agents should change their op- 
erations too. 

The idea of knowing one’s market, 
or more specifically, knowing what is 
wanted by the individuals who make 
up the market, is a most important 
prerequisite to the success of any 
business, Mr. Kunkel suggested. 

Only those businesses which get to 
know their market, and which gear 
their operations to harmonize with the 
dictates of the customer, will continue 


to exist with comparative success. 
The others, it seems, will lose some 
of the success they have built over 
the years. 

Fortunately, these trends toward in- 
creasing or decreasing success will be 
fairly long term, and should make it 
pretty clear whether a_ particular 
agency is advancing or falling behind 
—and this should give plenty of time 
to examine the operation carefully and 
be able to decide whether any changes 
or new ideas would be beneficial. 


What Are Determining Forces? 


The forces which act to determine 
the future of the insurance business 
are no different than the forces which 
may determine the future of any other 
business, Mr. Kunkel stated. The way 
in which they act may be different, 
but the forces themselves will be the 
same. And what are these forces? They 
are simply the desires and satisfactions 
of the people who buy a specific pro- 
duct. 

All agents and company people, 
therefore, are charged with a two-fold 
responsibility: To accurately determine 
what the insurance consumer wants, 
and to determine whether changes are 
necessary to see that the consumer 
gets what he wants. 


Guard Against Over-Generalizing 


But over-generalizing must be 
guarded against in determining the 
needs of the market. All retailing is 
not being done through discount 
houses; all new cars being sold are 
not compacts. The important point is 
that 10 years ago there were no dis- 
count houses or compact cars, but as 
they were introduced to the American 
public and grew in importance, the 
existing companies in these industries 
realized that a lot of business was 
being drained away from them because 
people wanted something which these 
companies didn’t have to offer. 

All of this should sound familiar 
because that is what has been happen- 
ing in the insurance business over the 
past several years. A large part of the 
insurance market has decided to buy 
its insurance protection through a 
method of merchandising which was 
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not available to it other than through 
captive agents and direct writing com- 
panies. 

The company and agent devoted to 
the American agency system can’t ig- 
nore this segment of the market, Mr. 
Kunkel urged. It is too big and it is too 
important—and it is growing. It must 
be understood so that those parts of it 
which are good can be adopted. 

The speaker said that he was not 
building a case for direct billing. In- 
stead, he wanted to build a case for 
understanding what kind of an in- 
surance product the market wants, and 
then doing whatever has to be done 
to make that product available to it 
through the independent agency sys- 
tem. If the only way to do this is to 
adopt direct billing, then that’s what 
should be done. If it can be done with- 
out direct billing, then by all means 
do it that way. But the important 
thing is that the job must be done. 


Price Isn’t Whole Story 


But, Mr. Kunkel said, price is not 
the whole story. If one’s market is 
primarily older people, then personal 
friendship will become increasingly 
important. If one’s market is largely 
transient, the most important thing 
the agent can do is to contact new 
people quickly, and establish himself 
as their agent. Cost in such cases be- 
comes of secondary importance. 

Service, too, is part of knowing one’s 
market. What does it mean to a cus- 
tomer? Many different things to many 
different people. Some insured want 
far more explanation of coverage than 
do others; some like to have their 
agents sit down and go over their 


program completely with them every 
(CONTINUED ON PAGE 43) 





Insurance Institute Names 
Examination Committee 


Insurance Institute of America has 
appointed a special committee to re- 
view and revise suggested questions 
prior to each examination period. 

Members are David L. Bickelhaupt, 
Ohio State University; John J. Leddy, 
American; Andrew A. Melgard, Mary- 
land department; Robert W. Strain, 
National Assn. of Insurance Agents; 
William A. Stringfellow, National Assn. 
of Mutual Insurance Agents, and May- 
nard W. Whitelaw, General Adjust- 
ment Bureau. 
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FieNATIONAL UNDERWRITER 


Cody Analyzes Seven Insurance Problems 


(CONTINUED FROM PAGE 15) 
hospital insurance at their place of 
work and either covering the other as 
a dependent. Sometimes, duplication 
is deliberate through purchase of mul- 
tiple individual policies. Considerable 
profit can result in such circumstances 
to the insured individual. Such dupli- 
cation leads to poor relations with the 
medical profession and to unnecessary 
increases in general premium levels. 


Much Work Being Done 


Much work is being done in insur- 
ance circles to develop policy clauses 
acceptable to state supervising officials 
which will prevent such overinsurance. 
This has already been done in the 
major medical area. For such policy 
clauses to be workable, it is necessary 
to establish the existence of duplica- 
tion. The standard HAP-4 hospital 
claims form will have a section to 
enable hospitals to report submission 
of multiple claims. It is in the interest 
of all for hospital clerks to supply this 
informition. 

7. Medical specialties: For many 
years the classical form of group hos- 
pital expense insurance, under the al- 
lowance for special hospital charges, 
has provided benefits against charges 
by physician or professional anesthet- 
ists for cost and administration of 
anesthetics. Under this same clause 
charges by the hospital for use of 
pathology, laboratory and radiological 
equipment has also been provided for, 
but there is a specific exception to 
payment of professional charges as 
such. 


Specific Coverage Available 


On the other hand, there is avail- 
able another specific coverage against 
charges by professional pathologists 
and professional radiologists for diag- 
nostic services. Recently some com- 
panies, including New York Life, have 
introduced a provision for coverage of 
charges by radiologists for radiother- 
apy and to a limited extent most com- 
panies have provided for radiotherapy 
treatment in lieu of surgery under 
their surgical insurance clauses. 

Under the modern comprehensive 
major medical coverage, benefits are 
of course uniformly provided for all 
types of medical care charges regard- 
less of how or by whom billed. Under 
some forms of major medical policy 
the charges rendered by hospitals are 
subject to no deductibles and have full 
payment areas without coinsurance 
but these deductibles and coinsurance 
differences are relatively minor in any 
serious medical situation. The major 
medical policy was designed among 
other reasons to remove inconsisten- 


cies of coverage existing under the 
traditional basic medical care designs 
which are made up of blocks of cover- 
age. 

Because of the growing tendency of 
medical specialists like anesthesiolo- 
gists, radiologists, and pathologists to 
submit bills directly to the patient as 
independent practitioners rather than 
hospital employes, insurance compan- 
ies find themselves in the middle of a 
controversy between these medical 
specialists and the hospital. Our poli- 
cies have reflected charging practices 
of former years and our major obliga- 
tion is of course to the public which 
expects our contracts to cover recog- 
nized hospital charges. 

As I have already noted, we have 
available specific coverages against 
charges by the medical specialists, 





N. Y. Loss Numbers Decline 


For the first nine months of 1961 
New York Board reported a 32% de- 
crease in the number of losses assigned 
to its committee on losses and adjust- 
ments and a 4% increase in amount. 
In September, the decrease in number 
was 79.3% and the decrease in amount 
was 38.3% 

For the nine months there were 
9,887 fire, EC and sprinkler leakage 
losses for $24,585,008. The big decrease 
in number and amount in September 
was due to EC losses which declined 
to 1,117 from 6,479 in 1960 when Hur- 
ricane Donna struck. The decrease in 
number for the nine months is at- 
tributable to decline in EC losses from 
11,434 to 6,635, and the increase in 
amount reflects higher fire and sprin- 
kler leakage losses. 


Boston Names Harney 


John J. Harney has been appointed 
special agent at the East Orange re- 
gional office of Boston. He will act as 
multiple line special agent for the New 
Jersey counties of Union, Somerset, 
Hunterdon, Middlesex and Monmouth 
under direction of Carl F. Fry, resident 
secretary. 


Georgia 1752 Club at its annual 
meeting at Jekyll Island elected Wil- 
liam R. Durden, American Mutual 
Fire, president. Other new officers are 
Ralph E. Carkuff Jr., Lagerquist gen- 
eral agency, Atlanta, vice-president, 
and Hoke S. Rawlins, Lumber Mutual 
Fire, secretary-treasurer. James John- 
son, Worcester Mutual Fire, was 
named chairman of the education com- 
mittee. 
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but since these coverages are valuable 
we have to charge premiums for them. 
Frequently the group policyholder 
does not see his way clear to include 
such coverages in his group contract. 
It is our feeling that it is the responsi- 
bility of the hospitals and the medical 
specialists to popularize new practices 
to the point where the public will buy 
appropriate coverages for them. We 
would like to adhere to our traditional 
attitude of not interfering in negotia- 
tions among various sectors of the 
medical profession. 
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Winterer Joins Boston 

Boston has named Frank X. Win- 
terer special agent in charge at Col- 
lingswood, N.J. He will report to Carl 
F. Fry, resident secretary at East 
Orange. Mr. Winterer has been with 
General of Seattle in southern New 
Jersey. 

Southern General of Atlanta has 
been licensed in Washington. Man- 
hattan Agencies of Portland is general 
agent. The company has been entered 
in Oregon since July. 





ANOTHER ADAPTABLE 


CROWN LIFE 


PLAN 


designed for sale... where low premiums... where high cash 
values... where high dividends are required ! 


20 PAY CROWN SECURITY LIFE AT 65 








Compare these top values per $1,000: 

Age 25 Age 35 Age 45 

Ann. Prem.** $ 29.53 $ 36.32 $ 46.32 
CSV 2 13.00 19.00 26.00 
5 87.00 109.00 134.00 
10 223.00 274.00 329.00 

20 554.00 676.00 814.00 

at 65 814.00 814.00 814.00 

Accum. Divs.* ] 2.61 2.82 3.43 
5 16.00 18.00 22.00 

10 42.00 47.00 57.00 

20 133.00 152.00 184.00 

65 506.00 324.00 184.00 

*Dividends not estimates or guarantees. **Plus $7.50 per policy annually. 





Sold non-participating, too, with lower premiums but same high commissions. 











ai To: Brokerage Development Dept., 
when it's new Crown Life Insurance Co., 

‘ 120 Bloor St. E., Toronto, Canada. 
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: Please rush details of Crown Security Life at 
it comes 65 and 20 Pay Security Life at 65 
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East North Central 








Crown Life Underwriters of Dayton, 4981 Alhambra Ct., Dayton, CL 2-5541 

P. D. Dreifus, 824 Union Central Bidg., Cincinnati, GA 1-1910 

J. E. Hamm, Jr., 322 Hanna Bidg., Cleveland, CH 1-3987 

R. B. Tilton, 683 East Broad St., Columbus, CA 1-1601 

White, Wilson, Merritt, Inc., 1115 Superior Bldg., Cleveland, CH 1-6765 

R. G. Means, Beacon Bidg., 50 W. Gay St., Columbus, CA 1-2989 

A. A. Sells, Port Lawrence Bidg., Room 202, 206 Michigan St., Toledo 2, CH 4-5529 


H. O. Bull, 112 Berwyn Rd., Muncie, AT 8-6495 
Federal Insurance Agency, 1712 North Meridian, Indianapolis, ME 8-1358-9 


R. C. Fagan, Crown Associates Inc., 208 S. LaSalle St., Chicago, FE 6-7318 


Michigan: S. J. Cohn, 1174 First National Bidg., Detroit, WO 2-8458 
C. L. Hunter, 208 North Woodward Ave., Royal Oak, 961-4421 
B. G. Kendall, 19600 Woodward Ave., Detroit, TO 9-7800 
J. A. O’Brien, 302 First National Bank Bidg., Escanaba, ST 6-6811 
W. E. Shackleton, 208 North Woodward Ave., Royal Oak, 961-4421 
R. C. Stager, 1239 East Fulton St., Grand Rapids, GL 9-4684 
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American Equitable Assurance Company 
of New York 
Organized 1918 


Globe & Republic Insurance Company of America 


Established 1862 


New York Fire Insurance Company 


Incorporated 1832 








CORROON & REYNOLDS GROUP 
92 William Street 
New York 38, N. Y. 
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New York Department Hearing Held 


(CONTINUED FROM PAGE 1) 
plications for deviations and to permit 
the department to set the duration of 
the deviation, which is presently 12 
months in all cases. 

The department previously had 
taken the position that rate bureaus 
are not aggrieved parties but was not 
upheld by the courts. In presenting 
its amendment to eliminate them as 
such, the department quoted the Ger- 
ber subcommittee of National Assn. 
of Insurance Commissioners. That 
grouv had stated that rating organi- 
zations “have no interest in the results 
of rate making. . .they are not com- 
petitors of other rate makers in mar- 
keting insurance, and do not purport to 
be, or to represent the interest of 
insurance buyers. They do not have an 
interest of their own which can be 
invaded by rates made by others.” 

In substance, the department’s nro- 
posed change says that proceedings 
may be instituted by the superintend- 
ent or by any person if he shows 
evidence of good faith and has a di- 
rect economic interest affected by the 
rates complained of. 

The department stated that its ex- 
perience in administering the devi2- 
tion section has convinced it that there 
is no sound reason for giving rating 
organizations a right to challenge ap- 
plications for deviations. The present 
provision is rigid. It requires notice 
to the rating organization at time av- 
plication for deviation is made. It al- 
so reavires a hearing unless waived 
by applicant and rate bureau. 


Differences In Deviations 


The present 12 month term for de- 
viation cannot be accommodated in a 
satisfactory way because deviations 
vary greatly in kind and in the basec 
for their justification, according to the 
department. Some simple ones haw 
negligible impact on rates. Routine re- 
application each vear requires an n- 
justifiable expenditure of effort bv the 
applicant and the denartment. Other 
deviations require close supervision 
and modification from time to time and 
it is helpful to have a required. auto- 
matic rejustification at regular in- 
tervals. The department. however, 
wants to set the term for each devia- 
tion. 

On the prior approval issue, H. Clay 
Johnson, executive vice-president and 
general counsel of Royal-Globe, ar- 
gued for file and use on behalf of 
Assn. of Casualty & Surety Companies, 
National Board, and Inland Marine 
Underwriters Assn. Alfred J. Bohlin- 
ger, former superintendent and now a 
New York attorney representing Na- 
tional Assn. of Independent Insurers, 
spoke for the latter’s version of file 
and use. 

Michael J. Murphy, manager of 
New York State Assn. of Mutual Cas- 
ualty Companies, said his members 
are opposed to any change in the 





present prior approval law. File and 
use is not in the interest of the public 
nor of mutual insurers. He noted that 
the NAII bill contains no provision 
for an underwriting profit. Yet the 





Alfred J. Bohlinger 


Julius Wikler 


mutual company has no way of grow- 
ing except by earning such a profit. 
Underwriting profit is essential; other- 
wise, the big company can drive the 
small company to the wall. 

Roderick L. Geer, executive secre- 
tary of Mutual Agents Assn. of New 
York State, spoke in favor of the free- 
dom of contract bill and prior ap- 
proval. Robert J. Malang, former dep- 
uty superintendent, represented 
Bronx-Westchester Brokers Assn. at 
the hearing and spoke for continua- 
tion of the freedom of contract legisla- 
tion as a stabilization of the business 
of respectable business men. 

In a second appearance C. Joseph 
Danahy, this time representing both 
the New York State Assn. of Insur- 
ance Agents and Greater New York 
Brokers Assn., said those two groups 
are unalterably opposed to any change 
in the present rating law. He said 
file and use would produce ruthless 
competition, yet both the federal and 
state governmental standard today is 
not competition but “reasonable com- 
petition.” Noting that both Mr. John- 
son and Mr. Bohlinger opposed putting 
an increase in rates in escrow, in case 
the superintendent challenged a rate 
increase as being excessive, recalled 
that two years ago when the auto in- 
surers took the superintendent to court 
over a rate increase, they had every 
insured sign an agreement to pay the 
increase if it were upheld in court. 


Close Questioning 


The committee questioned Mr. John- 
son and Mr. Bohlinger closely. Julius 
Wikler, fermer superintendent and now 
a New York attorney who is special 
counsel to the Condon group, asked 
Mr. Bohlinger how the public would 
be protected if an excessive rate were 
filed and used and the superintendent 
subsequently disapproved it. 

Mr. Bohlinger pointed out that un- 
der the present all industry pattern 
of rate regulation there can be a re- 
dundant rate and there is no provi- 
sion for return to the payers of the 
amount of premium finally determined 
to be excessive. Such a procedure is 
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impractical, as was demonstrated in 
the Missouri rate case. In a second 
appearance, Mr. Bohlinger stated that 
the New York law does contain a pro- 
vision that under certain circumstances 
requires the return of premiums de- 
termined to be excessive. The super- 
intendent can’t require such a repay- 
ment but a court can, he believes. 
Both Mr. Johnson and Mr. Bohlinger 
emphasized that competition is so keen 
and widespread in the business that 
there should be no concern about ex- 
cessive rates. Mr. Bohlinger said the 
day of the fat rate is gone. There is 
too much concern with excessive- 
ness. What will prevent a price war, 
Paul Blakely, counsel to the commit- 
tee, asked. NAII believes it has 
guarded against that, in its proposed 
legislation, with a sound definition of 
inadequacy.. 
Could Approve Fat Rate Now 


Prior approval carries no guarantee 
that the superintendent won’t approve 
a redundant rate, Mr. Bohlinger reit- 
erated. 

Another point that significantly in- 
terested the committee was whether 
the file and use legislation doesn’t 
shift the burden of proof from filer 
to superintendent. Mr. Bohlinger was 
emphatic that the burden stays with 
the filer. That is not specified in NAII 
legislation, but it is implied. There 
may be a shift in the burden of going 
forward, from filer to superintendent 
and back again, but burden of proof 
stays with the filer. Mr. Wikler indi- 
cated a desire to have clear language 
to the effect that the burden stays on 
the filer, and Mr. Bohlinger indicated 
that he would try to write it that 
way. 

Can’t action on filings be speeded 
up by improved administration so that 
a change to file-use laws would not 
be needed. Even in the well staffed 
New York department, it is hard to 
get that done, Mr. Bohlinger replied. 
Under file-use the department could be 
more selective—it could pick out the 
more important filings to study, such 
as those involving automobile, which 
affects so many people. He observed 
that on occasion it takes 60 days to 
three years to get a rate change in 
automobile. This is being unrespon- 
sive. Mr. Blakely suggested that under 
file-use law a bad filing might be in 
effect 60 days to a year or so. Mr. 
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Bohlinger conceded this but contended 
that the big problem is rate inade- 
quacy, which produces cancellation 
and other difficulties. 


Against Escrowing 


Under questioning by Mr. Wikler, 
Mr. Johnson said it is unlikely that 
rates can be made that are too high. 
He added that the companies are 
firmly opposed to a requirement that 
they repay premiums determined to 
be excessive. That is impractical and 
in today’s highly competitive climate 
unnecessary. 

Mr. Blakely asked Mr. Johnson if, 
under his bill, the commissioner can 
require the filer to submit more sub- 
stantiating material to justify a filing. 
Mr. Johnson said this is implicit in 
the bill. The requirement of supporting 
data is a continuing requirement. 

Mr. Blakely suggested that a se- 
rious deficiency in the proposal of Mr. 
Johnson’s companies is that it does not 
empower the superintendent to call 
for more substantiation of a filing. 

Mr. Johnson emphasized the differ- 
ence between burden of proof and bur- 
den of going forward. Even under the 
all industry legislation, once a filing 
becomes effective, the superintendent, 
if he wants to disapprove, has to go 
forward. Mr. Blakely pointed out that 
the big difference is that under file 
and use the rate is already effective. 
Mr. Johnson observed that the burden 
still would be on the filer to prove 
the filing meets the requirements of 
the law. Mr. Blakely rejoined that the 
superintendent nevertheless would 
have to dig in and get information 
bearing on this particular filing. He 
should be empowered by law to call 
for further information. To which Mr. 
Johnson replied that he can do it under 
threat of subsequent disapproval. He 
added that 50% of inland marine rates 
are filed and immediately used now; 
they are not subject to prior approval. 


Now Can Ask And Ask 


Mr. Johnson said one defect in the 
present law is that the superintendent 
can keep on asking for information ad 
infinitum. This can be very vexatious, 
he said. The present procedure is for 
the filer to confer with the depart- 
ment before a filing and iron out the 
differences. This is a mutually coop- 
erative procedure that has been gen- 
erally advantageous to bureaus and 
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departments. 

Mr. Johnson was also asked why 
his proposed legislation does not cover 
workmen’s compensation in New York. 
Because, he replied, WC, which is com- 
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there are practical limitations inherent 
in the preparation and promulgation 
of rates that eliminate the danger des- 
cribed. 

Mr. Bohlinger indicated he thought 


pulsory in that state, also involves*@eS@mie¥language ‘could be agreed upon, 


competitive state fund there. In some 
states he would want it to cover WC. 

Without arguing the merits of prior 
or no prior approval, Mr. Blakely said, 
the requirement by the Johnson leg- 
islation that the superintendent must 
put in his written order specific rea- 
sons for disapproving a filing puts a 
tremendous burden on him. Mr. John- 
son replied that he has no more bur- 
den of proof than a judge. He indi- 
cated willingness to put a sentence in 
the proposed bill that the burden of 
proof is on the filer plus one indi- 
cating that the filer has to produce 
evidence supporting his filing. 

It was pointed out that the proposed 
legislation contains no_ prohibition 
against a company filing today and 
using the rates, having the filing dis- 
approved, refiling next week or next 
month, and so on around the calen- 
dar. Mr. Johnson said there was no 
prohibition in the proposed bill but 





@ Jewelry, silverware, furs, cameras, 
sports equipment, other valuable arti- 
cles. Many of your clients and pros- 
pects have a fairly large investment 
in these classes of personal property 
—one they want to protect. 

It’s good reason to recommend that 
the Personal Articles Floater be car- 
ried. No other policy provides the 
same “all risks” protection on these 
valuables. Moreover, it can be written 








that. would’ meet the committee’s ap- 
parent desire for specific authoriza- 
tion that the superintendent may re- 
quire additional supporting data of the 
filer. 


Far Beyond Expectation 


In his formal presentation, Mr. John- 
son observed that today’s competitive 
market in major lines of insurance is 
far beyond the expectations of 15 years 
ago. It may be anticipated that in- 
tense competition will spread to other 
lines. Competition is the only true reg- 
ulator of rates. If this is so, the busi- 
ness today does not need the same 
degree of regulation which may have 
seemed appropriate immediately after 
enactment of the McCarran act. 

“Indeed,” he said, “the entire con- 
cept of regulating price in an intense- 
ly competitive business may be un- 
sound and impractical.” The  busi- 
ness is no monopoly. Unlike the public 
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utility, it enjoys no exclusive franchise 
nor is it guaranteed a fair return on 
its invested capital. Courts have char- 
acterized it as a business impressed 
with public interest and for this rea- 
son have approved state regulation. 
But, he said, this was more to pro- 
tect the public against financial ir- 
responsibility of insurers than to af- 
ford protection against abuses flowing 
from the absence of competition. In 
every other industry under price reg- 
ulation, either there is no competition 
in the business or the same price is 
established for all competitors. 


‘Wrong’ To Retard Efforts 


Mr. Johnson said it is “wrong” to 
retard bureau company efforts to com- 
pete through the slow operation of 
the prior approval mechanism. He re- 
peated his charge that there is a dou- 
ble standard, one for independent fil- 
ings and one for bureau filings, which 
puts bureau companies at a great com- 
petitive disadvantage. 

He said his associations have mixed 
feelings about eliminating rating bu- 
reaus as aggrieved parties. While not 
pressing for this right for bureaus, 
he did point out that “under certain 
circumstances the public interest is 
well served by the rating organization 
appearing formally at a hearing on a 
particular rate filing.” 

Mr. Bohlinger termed “reckless” the 
criticism that a file-use law will result 
in unrestrained competition, rate wars, 
and chaos. His bill, he said, requires 
filing with full supporting data and 
gives the regulatory agency full power 
to take action if rates do not meet 
the statutory standard. “Use by op- 
ponents of the dirty words ‘un- 
restrained competition’ as applicable to 
our proposal is a deliberate and will- 
ful distortion,” he averred. 

Some of those opponents, he added, 
had stated that there already is a rate 
war. If so, prior approval clearly does 
not protect against rate wars and the 
consequent insolvency of small com- 
panies. 


Speaks For Small Companies 


He said NAII has 330 members of 
which 300 are small companies and the 
organization therefore speaks for many 
more small companies than any other 
organization “and substantially more 
than all other trade groups combined.” 

The best hope for the little company 
to overcome the advantages of a large 
company, he said, lies in finding more 
efficient ways of doing business, in 
devising better coverage and rating 
concepts, and in developing more skill- 
ful merchandising techniques. A com- 
petitive environment provides a more 
fertile field to make most effective 
use of those avenues to gain a foot- 
hold. 

He emphasized that the NAII pro- 
posal contains a standard for adequacy 
—‘no rate shall be held to be inade- 
quate which upon reasonable assump- 
tions of prospective and expense ex- 
perience will not produce an under- 
writing loss.” 
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Actuarial Society 
Annual Nov. 15-17 


Casualty Actuarial Society will hold 
its annual meeting at the Palmer 
House, Chicago, Nov. 15-17. On the 
afternoon of Nov. 15 four simultane- 
ous seminars will be held. 

The one on reinsurance will have 
Paul M. Otteson, Federated Mutual 
Implement & Hardware, as chairman; 
the one on reports for management, 
Clarence S. Coates, Lumbermens Mu- 
tual Casualty; schedule rating in fire 
insurance, Robert L. Hurley, Inter- 
Regional Insurance Conference; and 
the problem of substandard automo- 
bile risks, Frank Harwayne, New York 
department. 

On Nov. 16, following reports of 
seminar chairmen, William Leslie Jr., 
will deliver his presidential address, 
and introduce new members to the 
society and present them with their 
diplomas. The report of the nominat- 
ing committee and election of new 
officers will follow. 

Evening activities will feature an 
address by Director Joseph S. Gerber 
of Illinois. 

The program for the third day in- 
cludes a review of papers presented 
at the spring meeting and presenta- 
tion of new papers. The latter are 
experience rating reassessed by Robert 
A. Bailey, North America, recent 
trends and innovations in individual 
hospital insurance by M. Eugene 
Blumenfield, Federal Life & Casualty, 
observations on the latest reported 
stock company expenses for 1960 by 
Mr. Harwayne, and an actuarial an- 
alysis of a prospective experience rat- 
ing approach for group hospital-sur- 
gical-medical coverage by George E. 
McLean, Blue Cross-Blue Shield. 


Pacific Indemnity Has 
10% Stock Dividend 


Pacific Indemnity has declared a 
10% stock dividend, payable Jan. 30, 
1962, to stock of record Jan. 15. The 
dividend is subject to issuance of a 
permit by the California department 
for the additional capital stock. 

This stock dividend will result in an 
increase in the number of shares of 
capital stock outstanding from 720,000 
to 792,000. No increase in the number 
of authorized shares is necessary for 
the stock dividends. It is expected that 
the current annual dividend rate of 
$1 per share will be continued on 
the increased number of shares. 


NEFIRA Raises Hart 


New England Fire Insurance Rating 
Assn. has promoted John F. Hart from 
divisional manager at Bridgeport, 
Conn., to manager at Boston where he 
will be head of the research depart- 
ment. 

He joined the association in 1946 in 
the schedule rating department and 
was later at Springfield, Mass., and at 
Hartford. He became divisional man- 
ager at Bridgeport in 1951. 
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Investment Officials 
Now Recognized, 
Stock Specialist Says 


(CONTINUED FROM PAGE 7) 


earned premiums. On the other hand, 
Liberty Mutual had a comparable 
figure of 31%. Both companies have 
been successful over the years, he ob- 
served. 

The least exposed insurers, speaking 
specifically of insurance, should theo- 
retically be able to undertake more 
investment exposure in common 
stocks. This is the case. Continental, 
Phoenix of Hartford, North America 
and Great American all have approxi- 
mately the same financial strength, 
being “very strong companies with 
capital and surplus about 150% of 
earned premiums.” All these compan- 
ies have a capital and surplus approxi- 
mately 100% of common stock hold- 
ings, or, in other words, 100% invested 
in common stocks. 


Cites Investment Habits 


The company which is least invested 
is Travelers Indemnity, Mr. Davis 
said. It has a “rich parent” in Travel- 
ers—the largest stock insurer in the 
U.S. Travelers Indemnity at the end 
of 1960 had a capital and surplus only 
47% of earned premiums but 724% of 
common stock holdings. With practical- 
ly the same financial strength, as 
measured by capital and surplus in 
relation to earned premiums, Allstate’s 
capital and surplus was 120% of com- 
mon stock holdings. 

Mr. Davis cited a number of things 
which investment managers of fire 
and casualty insurers do not do: 

1. Try to catch trading swings. As 
an almost universal rule, they do not 
trade but are long term investors. 

2. Invest in speculative securities. 
Only the blue chips are considered 
suitable. 

3. Try to control companies in which 
they invest. Actually, most states limit 
the amount of investment in a single 
company, frequently to 5% or less of 
the company’s common stock. 

4. Invest in corporate bonds. Even 
though they now yield around 5%, 
they are subject to the 52% tax rate, 
so that the net rate of about 242% is 
substantially less than the more than 
314% which can be realized currently 
from tax exempt state and municipal 
obligations. 

5. Invest in long term maturities. 
Short or medium terms, up to 15 years, 
are regarded as more proper. Near- 
term due dates help to stabilize market 
fluctuations. 

6. Invest in mortgages. These are 
not considered liquid investments, and 
fire and casualty managements desire 
liquidity for possible catastrophe. 

7. Invest in real estate. This is not 
considered liquid. 

Common stocks will remain the 
bulwark of the fire and casualty com- 
panies’ investment policy, Mr. Davis 
concluded. 


GAB Change At Syracuse 


General Adjustment Bureau has ap- 
pointed John M. Forrest general ad- 
juster at Syracuse, N.Y., to succeed 
William Wallace, retired. 

Mr. Forrest joined GAB at Rochester, 
N.Y., in 1946. He has served during 
several storm operations and since 
1951 has been a senior adjuster at 
Binghamton, N. Y. 

Mr. Wallace was with GAB 37 years. 
He started at Boston and later he was 
transferred to Syracuse. During 1952 
he became manager and subsequently 
general adjuster there. 


HieNATIONAL UNDERWRITER 


Suggests Fire Rating, 
Control Of Data By 


Electronic Computer 

A subscriber writes: 

The rapidly developing and expand- 
ing use of electronic computers and 
the ability of the young engineers 
who specialize in this field to solve 
complex computer problems suggest 
that now is the time for an organi- 
zation like Inter-Regional Insurance 
Conference to begin the gigantic task 
of developing computer rating and sta- 
tistical controls on a countrywide 
basis. 

Property insurance rating problems 
are mechanical and statistical. The 
electronic computer is the basic an- 
swer to both. Presently much paper- 
work is involved in converting a spe- 
cifically rated fire insurance risk into 
a workable statistic. Inspecting and 
applying rating schedules to the many 
classes of property, printing and dis- 
tributing of rate cards for those risks to 
agents, and correcting some of the 
old fashioned “tariff” rate books still 
left over from the early 1900s, would 
be relegated to the scrap heap if 
young men with vision and tenacity 
were given a free hand to develop and 
apply the computer arts and sciences 
to the problem. 


What Banking Has Done 


The banking business is an example 
of progress in paper handling. That 
business quietly and purposefully has 
developed new and speedy mechanical 
processing of checks and deposit slips 
and exchange balances on transfers be- 
tween banking districts. Today nearly 
everyone uses code numbered checks 
and the branches sort them mechan- 
ically by electronically reading the 
magnetic ink characters printed as 
code numbers on the check. Other 
electronically controlled machines post 
the accounts of customers, and also 
create and maintain the exchange of 
checks between banks in the several 
districts. 

If the highly complicated banking 
business can convert its voluminous 
paper handling operations to electron- 
ically operated machinery through co- 
operative research conducted by men 
of vision and purpose, there can be no 
question about the insurance business 
doing an equally creditable job. 

Some airlines have also developed 
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central control of flight space and 
ticket selling by electronic control to a 
central digital computer which re- 
sponds in split seconds to the elec- 
tronic request of a ticket seller in a 
distant office. 

Young men of vision and creative 
ability, unfettered by tradition, could 
create a centralized mechanical rating 
process for fire insurance risks. Facts 
revealed by the inspector could be sent 
over leased wires to computing cen- 
ters. Rates calculated to reflect sched- 
ule treatment could be returned in 
printed form to rates organizations in 
a matter of seconds. Classification 
coding could also be stored on magnetic 
tape for ready reference. 

The companies could transmit their 
classified premium and loss statistics 
over leased wires to the central com- 
puter for storage to await the request 
of actuaries for a review of loss expe- 
rience on a current basis. The present 
system now provides last year’s results 
at the end of the current year. Re- 
sults of hurricane catastrophe losses 
could be processed with the same de- 
gree of speed for quick application to 
loss experience reviews. 

In the present trend of rapid change 
in marketing and rating new package 
policies, it is even more important to 
keep abreast of current experience. 

There is need for a sound progressive 
program for the utilizatien of these 
electronic devices if the property in- 
surance business is to keep abreast of 
the current volatile insurance scene. 

No single company group could af- 
ford the expense nor acquire the tal- 
ent necessary to develop and project a 
program as important and gigantic as 
the one that could be envisioned for 
the future. It needs thorough and com- 
petent research in a cooperative basis 
by men detached from all other re- 
sponsibilities who can produce im- 
provements in processing through the 
use of available electronic equipment. 


Pearl Veterans Elect 


Quarter Century Club of Pearl-Mon- 
arch at its annual dinner meeting in 
New York, elected Gerald R. Heath, 
assistant U.S. manager, president. W. 
H. Tarbox was named vice-president 
and F. M. Schmees secretary-treasurer. 
The club has 33 active and three hon- 
orary members. The Pacific Coast 
chapter held its annual meeting on the 
same date in San Francisco. 
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Ill. Mutual Agents 
Slate Two-Day Peoria 
Annual For Nov. 13-14 


Illinois Assn. of Mutual Insurance 
Agents will hold its annual conven- 
tion in Peoria at the Pere Marquette 
Hotel, Nov. 13-14. 

Emphasis at the two-day meeting 
will be on presentation and solution 
of agency problems by agents—with 
assistance from company personnel 
and others. 

Claude Spencer of Danville, elected 
president of National Assn. of Mutual 
Insurance Agents at its convention last 
month in Detroit, will bring official 
greetings from the national association 
to the local association which he had 
a hand in founding. 


Panel Of Experts 


A panel of experts will dare the 
agents to stump them with “What is 
Your Biggest Problem?” Two company 
men, an independent claims adjuster 
and a local agent will be participating: 
Dale Fry, branch manager Employers 
Mutual Casualty, Chicago; Vere Wal- 
rod, field man Iowa National Mutual; 
Wendel Porter, Mutual Claims Service, 
Rockford, Ill., and Dean Lyman, De- 
Kalb, Ill. 

Frank Hartley, from the Illinois sec- 
retary of state’s office, will discuss 
“Financial Responsibility for Motor- 
ists;’ Fred Riechers, assistant direc- 
tor of agencies Prudential, “This is 
Your Life;’ Frank Kreuz field man 
Employers Mutual Casualty, ‘What’s 
New in Insurance;” Robert Wray, vice- 
president Iowa National Mutual, “Your 
Agency and Its People,” and W. Craw- 
ford Tucker, Varland agency, Rock- 
ford, “How Can My Association Help 
Me?” 

A social hour and banquet will be 
held the final evening, with Rev. 
Charles H. Willey, Moline, as speaker. 


Ark. Promulgates Rules 
On Excess Of Loss Filing 


Commissioner Combs of Arkansas 
has issued an order establishing rules 
and regulations governing the filing of 
excess of loss or catastrophe coverages. 
The order was promulgated following 
discovery by the department that ap- 
parently no regulations for such filings 
had ever been formally issued, al- 
though one excess of loss filing re- 
quiring a minimum retention by in- 
sured of $100,000, had been approved 
and in effect since 1951. 


Lists Seven Requirements 


The order lists seven requirements: 
Excess of loss plan applies only to fire 
and allied lines; retention by insured 
as to each loss occurrence must be a 
minimum of $100,000; insured shall 
warrant that this retention shall not 
be covered by insurance; the coverage 
must relate to special situations for 
which statistical justification for rate 
is not reasonably obtainable; rates 
must be obtained from special an- 
alysis of the particular situation and 
not from application of a regular scale; 
a minimum premium of $2,500 shall 
be paid, and separate records for sta- 
tistical purposes shall be kept of ex- 
cess of loss business and figures re- 
lating thereto recorded and reported 
separately. 


Jacobs To Security In O. 
Security-Connecticut has appointed 
George H. Jacobs representative in 
southern Ohio. He has been manager 
at Louisville of Standard Accident. 
Before that he held sales and under- 
writing posts with Aetna Casualty. 
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800 Attend Ohio Agents’ Convention 


(CONTINUED FROM PAGE 28) 

an opportunity to learn something 
about agency advertising, the Big I 
advertising campaign, automated 
agency accounting, bringing new men 
into the business, how a former Nation- 
wide Mutual agent looks at his former 
company, the possibilities of selling 
life insurance, and some tips on office 
management. All that was covered in 
two days, so the conventioneers were 
kept busy. 

Early risers among the younger gen- 
eration of agents on Monday morning 
attended a breakfast at which the 
presiding officer was Robert C. Hick- 
son, Mount Gilead, chairman of the 
young agents committee, and the 
speaker was J. Grant Keys, Ohio di- 
rector of highway safety, whose topic 
was “The Insurance Agent’s Respons- 
ibility in Highway Safety—Social Pro- 
blem of Today.” 


Whitbeck Substitutes For Bell 


Paul Whitbeck, the vice-president, 
stood in for president Robert M. Bell 
at the opening general session, Mr. 
Bell’s voice having become exhausted 
in support of Miami of Ohio in Sat- 
urday’s football game. The speaker 
was Archie Slawsby, who showed a 
series of slides on the reconstruction 
of his agency following a disastrous 
fire. Mr. Slawsby is in a new building 
which contains all the latest devices 
in the way of fixtures, equipment, 
lighting, etc. At every pause in Mr. 
Slawsby’s narration there would de- 
velop a murmuring in the audience 
as the agents expressed astonishment 
at the completeness with which the 
agency is furnished. 

On Monday and Tuesday mornings 
after the first speaker the program was 
divided into three sessions, each of 
which gave two performances so that 
registrants could attend their pick of 
two. The Monday divisions covered 
automated agency accounting, bring- 
ing young men in the agency, and 
agency advertising. Arthur F. Blum, 
Rockaway Park, N. Y., chairman of 
the NAIA committee on agency ac- 
counting, and Eugene A. Toale, secre- 
tary of Recording & Statistical Corp., 
covered “Automated Agency Account- 
ing for Every Agency.” George Ren- 
kert of the American agency, Colum- 
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bus, talked on “Young Blood for Your 
Agency,” and S. H. Lance, Medina, 
discussed “A Practical Approach to 
Agency Advertising.” 

The talks of H. H. Nelson and Robert 
E. Battles at the luncheon Monday are 
reported separately. Mr. Whitbeck was 
the presiding officer at this event at 
which the main guest was Gov. Mi- 
chael V. DiSalle of Ohio, who was 
accompanied by Edward A. Stowell, 
his executive assistant, J. G. Keys, 
director of highway safety, and Robert 
L. Mullins, the acting superintendent 
of insurance who became the full time 
superintendent by the end of the meal. 


Laud Keys And Stowell 


The Ohio association presented 
plaques of commendation to Mr. Keys 
for his safety work and to Mr. Stowell 
for his support of the insurance 
industry while he was superintendent. 

Ninety-six company men, most 
of them field men, were recognized 
at the end of the luncheon for their 
contribution to the insurance institute 
schools for Ohio agents and their em- 
ployes. A plaque went to five field 
men for outstanding participation, they 
being John R. Chorgan, Boston; John 
Donnelly, Fidelity & Casualty; Robert 
G. Mielke, Phoenix of London; F. C. 
Wolf, New York Underwriters, and L. 
F. VonVille, U.S.F.&G. 

Monday afternoon the 1962 national 
ad program was presented by Robert 
F. Seiter, Xenia, Ohio chairman of 
the ad program, and Valmore H. For- 
cier, NAIA staff advertising coordi- 
nator. They showed the film of the 
1962 program and Mr. Forcier gave 
his rousing talk. All during the con- 
vention “Miss Protection Week,” a 
shapely blonde, was located outside 
the meeting room and pinned large 
yellow buttons on the lapels of those 
who pledged for 1962. Those who 
pledged also had their picture taken 
with “Miss Protection Week” by 
James Kanehl, who is in over-all 
charge of the institute program. 

The rural agents committee included 
the Monday program with a _ skit 
and panel on farmowners liability cov- 
erages. Author of this material was E. 
Brice Hendrixon of Batavia, a com- 
mittee member. He and other members 
of the committee participated in the 
skit which depicted the fortunes of 
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two agents, one of whom had sold 
farmowners coverage while the other 
had simply renewed the old policy for 
his insured. Subsequent developments 
as claims were presented illustrated 
the advantages of the newer coverage. 
The participants were C. Dale Rosen- 
crans, vice-chairman of the commit- 
tee; Mr. Hendrixon; William C. Gaines, 
West Union, and William C. Felton, 
Tiffin. 

Robert E. Gorman of Paulding, 
chairman of the rural agent commit- 
tee, presided over the panel, whose 
members were Leonard Echols, indus- 
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trial commission of Ohio; Robert R. 
Riley, Hartford Accident, and Walter 
A. Murphy, American States. 

Asked about the application of 
workmen’s compensation to farmers, 
Mr. Echols said it must be purchased 
any time there are three or more em- 
ployes, temporary or otherwise. This 
is not always as well understood as it 
should be, he said. Farmers fall under 
the provisions of the WC act more 
often than they realize, and if one 
of their employes is injured he may 
go to the industrial commission which 
will pay him and then sue the farmer 
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if the farmer is not covered. 

At least six agents asked in suc- 
cession for clarification on this point, 
Mr. Echols reiterating that if the far- 
mer has two full-time employes and 
takes on one part-time employe he 
qualifies for the compulsory WC act 
in Ohio and is subject to its provi- 
sions. 


Breakfasts Open Second Day 


Three breakfasts opened the second, 
day of the meeting. The past presi- 
dents had a gathering at which Ken- 
neth H. Harger, Bowling Green (class 
of 1960), was in charge, and Robert 
M. Bell, Springfield, the 1961 presi- 
dent, offered the commentary. James 
A. Ward, farm division manager Ohio 
Farmers, talked on the farmowners 
policy and its liability features at the 
rural agents’ breakfast. Robert E. 
Gorman, Paulding, rural agent com- 
mittee chairman and trustee of the 
association, presided. 

Republic Franklin of Columbus was 
host at a breakfast in Sky Room of the 
Deshler Hilton Hotel for more than 100 
agents. 

Morton V. V. White, Allentown, Pa., 
chairman of the NAIA special commit- 
tee on federal affairs, opened the Tues- 
day sessions with a talk on “An Agent’s 
Observation on the Rate Regulatory 
Hassle.” 


Can Still Have Own Opinions 


Saying he recognizes the need to 
work with the companies and be sym- 
pathetic with their problems and that 
he respects company people, Mr. White 
observed that does not mean he can’t 
have his own opinions. He is against 
the idea of no prior approval for rate 
making. It is not in the public good, he 
said, predicting it would lead to a rash 
of company and agency failures. “It is 
a blueprint for bankruptcy,” he de- 
clared. 

The fact that ideas have been ad- 
vanced for an FDIC for insurance 
shows the acknowledgement of the 
proposers of no prior approval that it 
contains within itself the seeds of des- 
truction, he remarked. 

Mr. White contended that the ad- 
herents of no prior approval don’t have 
full knowledge of its implications or 
they are supporting it for selfish rea- 
sons. 

He said he feels himself as well in- 
formed on the insurance scene as the 
next man. He said the pendulum of 
competition has come to the point of 
endangering some companies and 
agencies, and he wondered if, in a 
period of inadequate rates, the fin- 
ancially healthy companies would go 
along with a rate increase just because 
the weaker companies are about to 
pass out. 


A Reasonable Philosophy 


Prior approval is a reasonable phil- 
osophy of regulation of insurance, Mr. 
White declared. It is in question be- 
cause brakes within the industry have 
not been applied. He wondered if there 
is a need to reshape state regulation 
to the least compliance with the re- 
quirements of public law 15. 

NAIA stands beside the NAIC in 
the present state of things, Mr. White 
said. He acknowledged that NAIC is 
influenced by political consideration, 
but the commissioners nevertheless 
know what’s going on in rates and 
underwriting and have taken their 
stand accordingly. 

The three simultaneous _ sessions 
Tuesday morning consisted of a talk 
on life insurance selling by Gilbert D. 
Sewart, Cleveland sales manager of 
Hartford Life; Robert L. Cook, Martins 
Ferry, on office tips, and Adolph E. 
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DiCresce, Akron agent and former 
leading producer of Nationwide Mutual 
on “The Direct Writer Who Became 
Independent.” 

The working convention was con- 
cluded with a business meeting which 
was for members only. Most of the 
three hours this consumed were de- 
voted to a debate on the resolution 
against Home of New York. 

The convention was concluded with 
the banquet at the Neil House down 
the street from the Deshler Hilton, 
with Carmen Cavallaro as the main 
attraction. 
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Speakers Cover Many Topics At Ohio Meet 


(CONTINUED FROM PAGE 27) 
received their commission. A check was 
all the information they had. There 
was no way of checking how much 
was owing. 

Many Nationwide Mutual agents 
brokered business and some of them 
actually made more money on their 
brokerage accounts than they did with 
their contract. 

Another objection was that the ag- 
ents were almost obliged to pay 50% 
for advertising and other promotion 
but they had no ownership in the busi- 
ness they were promoting. 

Mr. DiCresce noticed that on one 
trip after another there was a gradual 
disappearance of the leading agents 
who had gone into business for them- 
selves. He began to broker business 
and increased his income, but the part- 
ing of the ways came after Nation- 
wide General was set up. It was the 
complaint of Mr. DiCresce and some 
other agents that Nationwide Mutual’s 
other affiliate, National Casualty of 
Detroit, was offering the regular ag- 
ency system agents a substandard auto 
market on which was paid higher com- 
missions than Nationwide Mutual ag- 
ents received for the substandard mar- 
ket of Nationwide General. Nation- 
wide Mutual agents were not allowed 
to traffic with National Casualty. 


Parting Of The Ways 


So Mr. DiCresce and Nationwide Mu- 
tual came to a parting of the ways. 
That was 2% years ago. When he 
left Nationwide Mutual, Mr. DiCresce 
had 3,300 auto accounts and now he 
has 1,700 of them in his agency. 
His volume of $350,000 with Nation- 
wide Mutual compares with about 
$300,000 in his agency now. His gross 
income with Nationwide Mutual of 
$50,000 is exceeded by his income to- 
day under the agency system. 

At the beginning of his talk, Mr. 
DiCresce said it doesn’t make much 
difference who an agent is selling for 
if he is sold on the product, and at 
the conclusion of his talk he declared 
that if the agent is not sold on what 
he is doing he can’t expect to convince 
his customers that he has anything 
worth while to offer. When he reached 
this low state of mind with Nationwide 
Mutual he switched to the agency 
system and he has had excellent re- 
sults. 

Talking on office management, Ro- 
bert L. Cook asked his audience if 
their agencies are pleasant places in 
which to do business. What atmos- 
phere prevails? What are the tech- 
niques used by the office help in deal- 
ing with customers? He stressed the 
advantages of a good telephone tech- 
nique. 

Mr. Cook said a manageable work 
load consists of 2,000 accounts current 
for a girl and 1,500 accounts for a 
principal. He recommended filing busi- 
ness by customers rather than by pol- 
icy number or expiration. Automated 
accounting has possibilities only if the 
agent’s accounting costs presently are 
too expensive or the processes are too 
cumbersome. 

Mr. Blum introduced NAIA’s pro- 
cedural manual on automated agency 
accounting. He explained that compe- 
tition has focused attention on the 
need for more production time and as 
a consequence agency accounting pro- 
cedures, which cut into valuable sell- 
ing time, must be streamlined. NAIA 
has recognized this and has turned to 
automation as the solution. 

R&S Corp. has been selected as the 
service organization for agency au- 


tomation, 


and Mr. Blum’s agency 
served as a pilot model. R&S devised 
a series of procedures to increase effi- 
ciency by using automation in handl- 
ing accounting chores. 

Automation is desirable, Mr. Blum 
said, because it eliminates capital ex- 
penditures for bookkeeping; it releases 
the agent from concern over technical 
details of accounting; it ends worry 
over bookkeeping personnel; it elimi- 
nates bookkeeping backlog problems, 
and it saves space and increases sell- 
ing time. 


Based On Invoices 


The NAIA system is based on the 
customer invoice, and Mr. Blum took 
his audience step by step through the 
four-part invoice which has been de- 
veloped by R&S, explaining the pur- 
pose and function of each item. 

Ultimately, he said, use of the stand- 
ard form—if its use becomes wide 
spread—will eliminate the need for 
direct or company billing and _ inci- 
dentally will eliminate a good deal of 
the rancor between agents and com- 
panies. 

Mr. Toale handled the questions that 
followed. 

As to what the system would cost 
an agency, he said it will vary slightly 
because of geographic location. An 
agent buys the invoices himself (he 
must buy some type of invoice any- 
way, so this doesn’t increase expense), 
and then pays 10 cents a name to 
put his customers on punch cards. 
Another charge of 10 cents per ac- 
count receivable set up is added to 
this, and the running cost is about 
$65 a month for running the items 
plus 11 cents per item. An item, he 
explained, is a premium notice, a pay- 
ment of premium, and a _ balance 
brought forward each month. 

An agency with less than $100,000 
premium volume probably doesn’t need 
this system, Mr. Toale said. 

In his talk on bringing in young 
agents, George Renkert predicted that 
next year Ohio Assn. of Insurance 
Agents will have 110 fewer members 
because of the demise of agencies, 
mergers, sales or other factors that 
will cause an agency to disappear. 
The average agency hasn’t brought in 
any new blood and is doing no re- 
cruiting. This blocks the growth of 
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the agency system, he pointed out. 

Agents protest they haven’t enough 
money to finance a new man, or they 
will admit that they are unwilling 
to take a temporary cut in income 
now although it will mean more money 
to them later. They are afraid to give 
up ownership in their agency, even 
though a new man will increase the 
volume and make their less than 100% 
ownership worth more. 

Profit, income and the individual 
agent grows as his agency grows, Mr. 
Renkert declared. A new man will 
allow the agency to provide better 
service to his customers, spread the 
age of accounts, spread responsibility, 
allow the agency to meet competition 
(there is no more built in retirement 
in an average agency, he remarked), 
and revitalize the staff. A new man 
will offer the agent a chance to plan 
his retirement program and lengthen 
the life span of the agency itself. 

When looking for a new man, Mr. 
Renkert recommended seeking a perm- 
anent member of the agency, not in- 
terim help. He suggested getting a man 
who will fit into the type of business 
the agency is writing, who is of a dif- 
ferent age bracket than the owner, 
and who will offer added production. 
Sources Of New Blood 


Field men, relatives who are suc- 
cessful in other businesses, another 
agent who is ready to merge, bank 
clerks, accountants, direct writing ag- 
ents, and college seniors are good sour- 
ces of new blood, he said. 

He recommended that an agent be 
specific in his arrangements with a 
new man, so that the newcomer knows 
what he will be getting and what he 
has to do to get it. 

Among his recommendations for 
training the new personnel, Mr. Ren- 
kert mentioned correspondence courses, 
making calls with the senior man, 
conferences with field men, attendance 
at the Ohio association schools, and, 
as a must, attendance at a company 
school after the new man has been 
in business about a year. 

Start the new man at a decent in- 
come, but at one which will stimulate 
him to earn more, he suggested. A 
new man should write $12,000 to $14,- 
000 in his first year, and the agent 
can’t expect to be on the plus side 
with his new man until after three 
years. 

Every new man should have an op- 
portunity of ownership in the agency, 
either immediately or within a stip- 
ulated time, he said. Don’t hire an 
employe, Mr. Renkert advised, or he 
will be a competitor later on. Get a 
co-owner. 

The agent’s conduct is a mirror of 
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his advertising program, S. H. Lance 
said in his talk on “A Practical Ap- 
proach to Agency Advertising.” 

Stating that there are two kinds of 
advertising, direct and indirect, Mr. 
Lance gave examples of how he uses 
both. 

Directly, he maintains contact with 
his present clients and becomes ac- 
quainted with new people of the area 
by means of a brochure describing 
his agency and what it has to offer. 
It is either mailed to prospects and 
clients or given out to those who call 
on the agency. He also uses direct mail 
to describe specific policies or cover- 
ages, but pointed out that it is es- 
sential that there be follow-up calls 
of such advertising if it is to succeed. 

Mr. Lance also uses such specialty 
items as road maps of the county 
(this being a cooperative project with 
one of his companies), litter bags, 
pens, pencils, and other giveaway 
items, emphasizing that if such gifts 
are used they must be of enough 
quality to call forth appreciation or 
the program will fail. 

He also believes in regular use of 
radio and newspaper advertising on a 
planned basis. This kind of expensive 
advertising cannot become an “after 
thought” proposition, he stressed. 

As examples of indirect advertising, 
he mentioned sponsoring a_ bowling 
team or other sporting events, provid- 
ing trophies for active civic groups 
or winners of certain contests at the 
county fair, a special trophy for an 
outstanding high school student chosen 
by members of the faculty. 

The office window in Mr. Lance’s 
agency has a large space available for 
civic groups, churches, or other organ- 
izations as well as his own products. 

An essential for successful adver- 
tising, Mr. Lance said, includes a com- 
plete program. This must include di- 
rect mail, radio, newspapers, specialty 
items and public relations. It must tie 
into an agency’s program so that peo- 
ple will recognize the advertising, it 
must be continuous, and there must be 
personal follow up calls. 


Minn. CPCUs Set Agenda 
For All-Industry Lunch 


Minnesota chapter of CPCU will 
hold its annual all-industry luncheon 
Nov. 6 at Minneapolis. Chairman for 
the occasion is John M. Haker, Fire- 
man’s Fund. The featured speaker will 
be John D. Phelan, executive vice- 
president American States, who will 
discuss “Agencies, Companies and the 
Impact of the 60s.” John Pfaender, 
Anchor Casualty, will present the 
CPCU degree to new designees. 
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Bid Prices Of Insurance Stocks 


(CONTINUED FROM PAGE 23) 


Great Am. Life Unds. .. 
Great Southern Life ...... 
Great-West Life ... a 
Galt THB. ncn 

Gulf Life ... 






Imperial Life ......... 
Ins. Co. North Am es 
Ins. Shares Certs. .......... 
Interstate L. & A. ........... 
Interstate Fire & Cas. .. 
Jefferson Natl. Life ...... 
Jefferson Std. Life . 
IO THUNK. saccscesnees 
Kansas City Life ... = 
Ky. Central L. & A. ...... 
Lamar Life .............. * 
Liberty Lie .... 
Liberty Natl. Life . 
Life & Casualty ..... 
Life of Georgia .. 
Life of Virginia ..... sa 
Life Ins. Investors .......... 
Lincoln Income Life 
Lincoln Natl. Life ... 
Loyal Protective ....... 
Maryland Casualty . 
Mass. Indemnity ... 
Mass. Protective ... 
Merchants Fire es 
Midwest. United Life .... 
MINI sadctabansceeceesensevecs 
Monumental Life . 
Natl. Fidelity Life 
National Fire ........... 
National Life & Acc. 
Natl. Old Line ........... 
Natl. Reserve Life ... 
National Union. ..... 
Nationwide Corp. .. 
New Hampshire .... 




























12/30 6/30 10/31 
70 124 168 


69 90 123 
395 550 760 

34% 38 45 

1816 27 39% 


57 5634 63% 
55 65 65 
9015 114 143 
77 92% 108 
34% 43 52 
534 9% 14% 
141% 30 30% 
171% 1834 27 
42 621% 85 
34 34 371% 
1,340 1,970 2,500 
11 121% 14 
33 54 76 
15 27 33 
39 701% 9116 


18% 22 2416 
92 12514 162 
49 55 83 
365% 41% 44 
3934 49 79 
69 112 128 
35 42 40 
30 47 61 












Pacific Indemnity .......... 33 3546 4016 
Pacific Natl. Life .... . 15%4 254% 331% 
WORD scaacecstiscciccass ; 22% 2612 30% 
Peninuslar Life . 3% 4% 634 
Peoples Life ...... 295% 38 52 
Philadelphia Life .... 4916 75 91 
Piedmont So. Life .. * 59 69 97 
RIE ctcieciniscscnaics 83 102 1161% 
Postal Life ...... ‘ 16 23 32 
Protective Life ................. 36 48 60 
Prov. Washington .......... 18% 22% 2434 


Provident L. & A. .. 
Quaker City Life .... 
Reinsurance Corp. . 4 
REHANCE  .occcecescscscceee a 5356 63% 69 













Republic, Tex. ...... 27 3216 37 
Republic Natl. Life 3316 70 89 
WG BU ceececssciccisscersies 11 19 1834 
St. Paul F. & M. 61 71 89 
Seaboard Surety ; 39 42 3914 
IIIT Ssisitinsdntictssitdiscsanaitaiions 55 66 8614 
Security L. & A. .............. 33 6514 86 
Security Life & Trust .... 41% 55 751% 
Southland Life .................. 88 113 173 
Southwestern Life . 53 92 130 
Springfield _................ . 33 365% 4114 
Standard Life, Ind. ‘ 491 59 85 
Transamerica ........ 3 2674 34 4314 
I cttriatecicetiarsiecicialan 93 12234 15614 
Trinity Universal ............ 31 3416 37 
Truck Unds. ....... ‘ 28 36 42 
NER RIE ecsccasscsccioviscccnse 32 54 59%%4 
United Pacific Corp ** .. 18 2814 32 
United Services Life ...... 40 97 117 
U. S. F. & G. 41% 57%%4 71% 
VU. &. Fire .... 2014 3514 37% 
U. S. Life 34 70 81 


Universal win 
Variable Annuuity Life 834 111% 1554 








PD TO ccisvcendicorsicssicis 94 100 124 
Volunteer State Life ...... 87 70 103 
Wash. National ................ 36 575% 6214 
West Coast Life .. ; 31 48 54 
Westchester Fire .... 331 3834 3714 
Western Casualty “ R34 56 53 
Wis. Natl. Life .................. 2814 3616 51 
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““ANOTHER SUCCESS!”? 


reports Jack Landreth, C.P.C.U. 
McKinney-Landreth Ins., Lawrence, Kan. 


Jack Landreth 





es You in 


- the bigger 


picture 


“USING ST. PAUL’S AUDIO- VISUAL TOOLS 








North Amer. Life .. 14% 19 241% ” 
North Amer Tite MABE se tite, Pa BOOSTED $100 ANNUAL PREMIUM TO $1200 

Northeastern ......... ™~2 2 **Owns United Pacific Ins. “I’m enthusiastic about the whole terruption, Premises Liability, 
ae — ‘i an in a St. Paul audio-visual program. It Storekeepers Burglary on two store 


sold St. Paul’s Multicover for me,”’ 


locations. We picked up all the 
writes Jack Landreth, C.P.C.U., 


coverages. The result—the $100 


Northern tte 1” CLIP, Fund Conclude 


NW National Ins. ............ 104 , 

NW National Life ot, 90 107 190 ~~ - e Lawrence, Kansas. annual premium on the auto was 
Occidental Life, N. C. .. 4% ™ mW C | C S Tt **We had insured a family auto and __ boosted to $1200.” 

Ohio Casualty .........000... 94 29 32 a * OmMmMISSION Ul 


discussed Business Interruption but 
there was no action. Then I was 
able to show the St. Paul Multi- 
cover Plan film. Sales resistance 
melted. My client enthusiastically 


St. Paul’s Audio-Visual films can 
overcome sales resistance for you, 
too. Get full details . . . and find 
out how you can be a successful 
asked me to quote coverage on his St. Paul Agent. Write your nearest 
Stock of Merchandise, Business In- St. Paul office. 


THE ST. PAUL 


INSURANCE COMPANIES 


Ohio State Life .. Sans 
CE TAO EGO csceccsccccecsssesss 69 69 140 


Old Republic Ins. mm 15% IRtG Rv Settlement 


Old Republic Life .. hengeais 
California League of Independent 


Pacific, N.Y. cece. 55 561564 
Insurance Producers (CLIP) and Fire- 

Fee aed eet 
DIRECTORY OF RESPONSIBLE man’s Fund last week jointly announc- 


INDEPENDENT ed out-of-court settlement of the anti- 


trust lawsuit over automobile insur- 


ance commissions. 


HOME OFFICE EASTERN DEPARTMENT 


ADJUSTERS 








Jack G. Schroeder, president CLIP, 
said. “It is our sincere belief that our 
companies and their producers have 
reaffirmed the principles of the Amer- 
ican agency system at a time when 


385 Washington St. 
St. Paul 2, Minn. 


NEW ENGLAND DEPARTMENT 
10 Post Office Square 
Boston 2, Mass. 





90 John Street 
New York 38, N. Y. 


PACIFIC DEPARTMENT 
Mills Building 


Serving you around the world... around the clock San Francisco 6, Calif. 


° ° ; St. Paul Fire & Marine Insurance Company 
0,. Did such reaffirmation was of extreme im- St. Paul Mercury Insurance Company 


portance to the industry. Our past suc- Western Life Insurance Company 

Gndcrstanding of exch eres; rece, 
understanding of each others problems. 

The settlement of this suit leaves the 
way clear for all of us to concentrate 
our efforts toward proving our abilitv 
to provide the buying public with a 
superior product backed by the finest 
agency service in the country.” 

With one minor exception, the terms 
of the Fireman’s Fund settlement are 
exactly the same as those agreed to 
in July by the four eastern companies 
in the suit and by United Pacific. This 
exception is that Fireman’s Fund 
agents who were plaintiffs in the suit 
must take the initiative in arranging 
individual meetings with the company 
to discuss commission rates. Under the 
July settlements, the companies in ef- 
fect invited plaintiff agents to meet 


SI , Jremanahtin &éVv 


INSURANCE ADJUSTERS 
WINNIPEG, Manitosa, 138 Portace Ave. East, TEL. WH 3-5476 
BRANDON. MAntTosa, 106- 11TH STREET, TELEPHONE PA 9-4653 
KENORA, Onrario, 114 Main St. SOUTH, TELEPHONE HO 68-7229 
DRYDEN. Ontario, sox 1552, TELEPHONE 217 
) IN CANADA COVERING MANITOBA AND WESTERN ONTARIO 
ADJUSTING AND INVESTIGATING FOR COMPANIES ONLY 
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Spangler Adjustment 
Inspection Service 





ALL LINES ‘ Pte : 
880 E. Bread St. 124Ve Nerth 7th St with them within 90 days to negotiate 
Columbus 5, Ohio Zanesville, Ohie.| COMmission levels. This difference 
Tel. CL 2-2322 Tel. @t 3-5379 | stems from the fact that Fireman’s 


Fund states that it already has met 
with plaintiff agents to hold such ne- 
gotiations. 

As with the July settlements, the 
agreement with Fireman’s Fund form- 
ally recognizes in a document filed in 
federal court the insurance producer’s 
right of individual negotiation of com- 
missions. 





ST. Lous 2, MISSOURI 


UTILITIES INSURANCE COMPANY 
PREFERRED FIRE INSURANCE COMPANY 





MORRELL P. TOTTEN & COMPANY, Inc. 


General Adjusters—All Lines 
ALASKA CALIFORNIA OREGON 
Eureka 
Fairbanks Fresno 
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HeNATIONAL UNDERWRITER 





WANT ADS q 


Rates—$25 per inch per insertion—1 inch minimum—sold in units ef half-inches. Limit— 
40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicage office— 
175 W. Jackson Blvd. Individuals placing ‘Situation Wanted” ads are requested te make 


THE NATIONAL UNDERWRITER J 


payment in advance. 








an EXCEPTIONAL 
OPPORTUNITY 


awaits the man who has: 1. Five years 
experience in Fire Underwriting, 2. 
Experience working with public and 
agents, 3. General Casualty Underwrit- 
ing Experience (helpful but not neces- 
sary). 


State Farm Fire and Casualty Company 
has several openings (all created by 
vigorous growth) as Field Underwriters 
who will do some traveling in limited 
areas (Company car furnished). Good 
potential, both present and future. 


Applicants should indicate preference 
of location (midwestern, eastern, south- 
eastern or southern, United States) 
when they write: 


JACK SECORD 
General Personnel 
Superintendent 
State Farm insurance Companies 
Home Office, Bloomington, Ill. 
{All replies strictly confidential.) 







STATE FARM 





INSURANCE 


MANAGER-TREATY 
REINSURANCE DEPARTMENT 


Nationwide Insurance Companies of Columbus, 
Ohio are rapidly expanding their Treaty Re- 
insurance operation. We need an experienced 
capable Treaty Reinsurance Manager to direct 
and develop this activity into a major position 
in the Treaty Reinsurance field. Manager must 
be fully capable of developing and maintaining 
brokerage connections and direct the underwrit- 
ing and negotiation of treaties. He will also 
administer the recruitment and development of 
a reinsurance underwriting staff. Record of suc- 
cessful Reinsurance Management experience will 
be given first consideration. Applicants should 
be college graduates or CPCU. Write in confi- 
dence to Personnel Employment Manager, 246 
North High Street, Columbus, Ohio. 

















CASUALTY UNDERWRITER 


A fine future awaits a Senior Underwriter 
with 8-10 years experience in all casualty 
lines. Someone with an across-the-board 
background who can think for himself and 
likes freedom to make his own decisions. 
This is ahead office opportunity—large 
New Jersey company. Top benefits. Salary 
open. Send resume and earnings, in com- 
plete confidence. Box B-75, National Un- 
derwriter, 175 W. Jackson Blvd., Chicago 
4, Ml. 


WANTED 
GENERAL AGENCIES 


To represent mid-west stock carrier 
for Automobile Private Passenger 
Car Physical Damage Insurance in 
Illinois, Indiana, Kentucky, and Ar- 
kansas. Address Box B-79, National 
Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 














SPECIAL AGENTS 
OR ACCOUNT EXECUTIVES 


We are looking for experienced special agents 
and account executives to represent large com- 
pany producing automobile insurance. Now con- 
sidering applications for Michigan, Pennsylvania 
and Texas. Excellent opportunity for good earn- 
ings and advancement. Send resume to B-28, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 


ALL-RISKS CORPORATION, EXPERIENCED 
MANAGING GENERAL AGENTS FOR MICH- 
IGAN, CAN PROVIDE BRANCH OFFICE FA- 
CILITIES FOR AN ADDITIONAL SPECIALTY 
CARRIER. ABOUT 500 ESTABLISHED LOCAL 
AGENTS ARE READY TO PRODUCE PROFITABLE 
VOLUME. CARRIER CAN BE ADMITTED WITH 
FILED RATES OR OPERATE NON-ADMITTED 
USING OVER MANUAL PREMIUMS FOR "'DE- 
CLINED BUSINESS." 

315 E. JEFFERSON AVE., DETROIT 26, MICH. 














ADMINISTRATIVE OPPORTUNITY 


Large multiple lines insurer has opening for col- 
lege graduate, 25 to 30, interested in adminis- 
trative work involving company dealings with 
insurance departments and the preparation and 
dissemination of bulletins, manuals and forms. 
At least 2 years previous Casualty or Fire under- 
writing experience is neceessary but will consider 
young lawyer. Send resume stating age, business 
experience and salary requirements to: B-72, Na- 
tional Underwriter, 175 W. Jackson Blvd., Chi- 
cago 4, lil. 


EXECUTIVE AVAILABLE 


Heavy experience production-underwriting con- 
tract bonds. Former branch manager all lines of 
a leading multiple line company. Thence man- 
ager Home Office Bond Department. Also heavy 
experience Casualty. Graduate engineer. Age 39. 
Desires agency or company, location in South, 
preferably Florida. Write B-73, National Under- 


writer, 175 W. Jackson Blvd., Chicago 4, Illinois. 














CLAIMS MANAGER 


Chicago area. Qualifications: 5 years su- 
pervisory experience Workmens Compen- 
sation and General Liability. Send resume 
to B-74, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 





Multiple Line Underwriter. Fast growing Mid- 
West Multiple Line comp has op g for 
qualified Multiple Line underwriter heavy in 
casualty experience. Minimum of 6 to 8 years 
experience necessary. Liberal employee benefit 
plan. Saiary open. Give resume of job experi- 
ence. Reply to B-56, National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 











SUBSTANDARD COMPANY WANTED 


A prominent Detroit insurance agency is inter- 
ested in a substandard company exclusively. 
Would be pleased to discuss this matter with 
anyone interested. Write B-78, National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 
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Direct Billing Blasted By Nelson 


(CONTINUED FROM PAGE 27) 
In another case the commission on an 
auto policy came to $1.60. 

It has been determined, Mr. Nelson 
said, that about 75% of the agents 
have some form of direct billing, but 
it only applies to 8 to 10% of their 
business. Many use it because the 
companies have demanded they do so 
or because they feel it will solve their 
collection problems. In Mr. Nelson’s 
opinion, the problem is not so much 
the billing as the fact it produces re- 
duced commissions. 

The companies can’t have all the 
benefits of the agency system at the 
same price the direct writers pay for 
sales only, he declared. 


Questions Right Of Company 


Mr. Nelson exhibited a list of 153 
direct billing lapses which a company 
field man was following up. The com- 
pany was sending its man around 
to find out why the insured had lapsed. 
Mr. Nelson questioned the right of the 
company to contact the agent’s cus- 
tomers. He pointed out that the agent 
might have other business with those 
customers and this could only serve 
to disrupt the relationship. 

There is too much complexity in 
direct billing plans, Mr. Nelson con- 
tended. They don’t reduce an agent’s 
clerical load and they cannot be com- 
pared with a life insurance system. 
Life insurance is permanent and usu- 
ally it is unchanged. There are no en- 
dorsements to be added. 

He is discouraged, he said, by com- 
pany statements calling agents who 
oppose direct billing or who don’t use 
it either “ignorant” or “obstructionist.” 
The advantage of direct writers in 
the use of direct billing doesn’t come 
from the expense ratio but the loss 
ratio, he argued. The commission fac- 





SPECIAL AGENT 


We are looking for an experienced man to 
represent a growing Automobile Company 
in the state of Illinois. Excellent oppor- 
tunity. Our employees know of this ad. 
Please send complete details in confidence. 
Write Box B-83, National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Ill. 








ACCOUNT EXECUTIVE AVAILABLE 
Heavy background as insurance buyer and as 
producer for all lines agency. Early 30's, mar- 
ried with responsible references. Prefer Chicago 
area either as account executive, fieldman or 
related capacity. Write B-84, National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Illinois. 








Progressive Managing General Agency op- 
erating in the Dakotas, Minnesota and 
lowa desires multiple line deviated stock 
company connection. Write Walter H. 
Johnson, Secretary-Treasurer, Dakota Un- 
derwriters, Inc. Yankton, South Dakota. 











FIRE OR CASUALTY COMPANY 


with Best's rating wanted. Will invest 
$500,000. to $1,000,000. 
Reply to; tvan B. Brendler 
Realty Title Ins. Co. 
1424 K Street, N.W. 
Washington, D. C. 








LOCAL GENERAL AGENCY 


desires to sell part interest to young man under 
30 with life production background. Central 
Ohio location. Write to B-80, National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 





KNOXVILLE, TENNESSEE AREA 


INSURANCE AGENCY WANTED—Cash for en- 
tire Agency or controlling interest. Present owner 
could retain part ownership and management. 
Inquiries solicited—strictly confidential—Farrin- 
ger and Co., 3707 Hillsboro Rd., Nashville 12, 
Tennessee. 











EXECUTIVE AVAILABLE 


FIRE AND CASUALTY, including SURPLUS and 
EXCESS LINES. Over 20 years experience in un- 
derwriting and production. Capable of setting 
up NEW OPERATION. Age—in 40's, CAN START 
DECEMBER I, 1961. Write B-71, National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 











MULTIPLE LINE COMPANY WANTED 


Will pay up to $10,000,000 for sound multiple line 
company or group of companies operating pref- 
erably in Texas and the southwest under the 
general agency system. Write B-81, National Un- 
derwriter, 175 W. Jackson Blvd., Chicago 4, Ill. 








FOR SALE 


1953 Remington Bookkeeping Machine, Model 
685E. 2 7F630 Registers, 3 7F6 vertical Registers, 
3 7F6 Dummy Registers. Always under service 
contract. In excellent condition. Set up for in- 
surance agency accounting. Please write Wit- 
mer-Kauffman-Evans, Inc., 210 Equitable Build- 
ing, Des Moines, lowa. 

















tor in the agency company expense 
ratio is being used as a crutch, he 
asserted. 

In 1959 the top eight stock company 
auto BI writers exceeded the expense 
ratio of the princial direct writer in 
only one case, Mr. Nelson said, and in 
1960, only for two companies. But in 
the loss ratio, all eight of the stock 
companies were far from the competi- 
tion. In 1959 the eight top stock com- 
panies showed a loss ratio of 65.9% 
against 55.9% for the principal direct 
writer, in 1960 it was 61.4% vs 55.9%. 

A housecleaning is in order on the 
loss ratio rather than expenses, he de- 
clared. There is an over-all two points 
difference in expense in favor of the 
stock companies and if direct writers 
had to pay that commission difference 
to agents it would be more than $11 
million. 

Citing loss adjustment expense fig- 
ures, Mr. Nelson said in 1959 the stock 
companies paid 10.4% and the prin- 
cipal direct writer 15.5%. The differ- 
ence here is in the service that agents 
do and are paid for out of commission 
income. Direct writers don’t adjust 
losses through agents, he said. 

Mr. Nelson concluded that the battle 
is for the survival of the agent as an 
entity—to keep him from being a com- 
pany representative. The agent is an 
independent business man, not a coun- 
ter jockey, he declared. 

Mr. Battles said he believes contin- 
uous policies are more dangerous than 





Hospitality Suites Abound 


At Ohio Convention 


With 46 active hospitality suites, 
Ohio Assn. of Insurance Agents’ con- 
vention offered registrants ample op- 
portunity for relaxation and conver- 
sation with company personnel. Addi- 
tionally, there were 22 booths of com- 
panies, both insurance and otherwise, 
most of which had something for sale, 
although one of them, that of Fidelity 
& Deposit, was giving away coffee and 
doughnuts in the morning. 

Companies represented with head- 
quarters rooms were Corroon & Rey- 
nolds, Economy Fire & Casualty, 
American Surety, Fire & Casualty of 
Connecticut, National Union, Sayre & 
Toso, American States, New Hamp- 
shire, Illinois National, Fidelity & De- 
posit, Aetna Fire, Trinity Universal, 
Royal-Globe group, Buckeye Union, 
Progressive New Amsterdam Casualty, 
General Accident, American Casualty, 
Phoenix of London, George F. Brown 
& Sons, U.S.F.&G., Fireman’s Fund, 
London Assurance, Globe Mutual Cas- 
ualty, Zurich, Tower group, Excelsior, 
Selective, American Employers Liabil- 
ity, Western Casualty, Midwestern In- 
demnity, Ohio Farmers, Ohio Casualty, 
Aetna Casualty, Crum & Forster, At- 
lantic, Maryland Casualty, Chubb & 
Son, Ohio Security, United Underwrit- 
ters, Hoosier Casualty, Hartford group, 
and Travelers. 


Revere Trophy To Hendrixson 

The Paul Revere trophy of Ohio 
Assn. of Insurance Agents, given to 
the member agent who has contributed 
most to the cause of sound principles 
and correct practices of the local agen- 
cy business, was awarded to E. Brice 
Hendrixson, Batavia, former chairman 
of the rural agents committee and a 
past president of his local board. He 
has been in insurance for 42 years 
and has received awards from two 
stock insurance companies he has re- 
presented almost continually since get- 
ting into business for himself. 





aun s+ *& 6 hU6ttlC HCO 


~ 





= = 


— = 





XUM 


November 3, 1961 


direct billing. Ownership of expira- 
tions is the essence of the agency’s 
system, he said. Even if an agent has 
a perpetual commission contract, if his 
business is put on continuous policies 
his rights can’t be exercised. 

The companies are simply seeking 
economy, Mr. Battles said, but he feels 
that direct billing and continuous pol- 
icies constitute looking for it the hard 
way. There is no expense saving to a 
company, or to agents, to set up data 
for a continuous policy. Actually it is 
more costly, because changes in nature 
of the risk, age, movement of the 
insured, etc., do violence to the whole 
program. The file of endorsements 
would become more burdensome than 
any initial saving. 


‘Ring Of Plausibility’ 


The idea of continuous policies has 
a “certain ring of plausibility” which 
Mr. Battles said is causing some agents 
to agree to try it. But, he added, com- 
pany surveys which attempt to show 
agents in favor of the plan are not 
representative of NAIA, and definitely 
were not conducted through any com- 
mittee of NAIA. If this had been done, 
the agents would have had an oppor- 
tunity to present their ideas, such as 
the snap-out carbon policy which in- 
corporates the terms of the contract 
by reference to the master policy on 
file with the department. 

Like Mr. Nelson, Mr. Battles urged 
that the agents maintain their status 
as independent business men. 


Ohio Resolutions 
Hit Home, Strong 
In Ad Field 


Ohio Assn. of Insurance Agents 
adopted 10 resolutions at its annual 
meeting last week in Columbus, the 
chief of which condemned Home of 
New York for insuring direct, rather 
than through an independent agent, the 
personal lines insurance of its employes 
“under the guise of a fringe benefit.” 

Another resolution of interest con- 
demns the advertising promotion pro- 
gram of any company by the use of 
any media to launch or promote cov- 
erage that does not properly reflect 
the interests of its responsible agents, 
and urged that companies consult on 
such plans with their present inde- 
pendent agency sales force. 

Ohio Inspection Bureau. member 
companies are urged in another reso- 
lution to increase services and facili- 
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FeNATIONAL UNDERWRITER 


Tells Origin Of 
Today‘s Unresolved 
Insurance Questions 


(CONTINUED FROM PAGE 30) 

year or so. Others feel quite differently 
about reviews. Most customers like to 
have the agent handle any claims they 
may have, but some prefer to deal 
directly with the adjuster. 

Some agents’ customers need to pay 
their premium on an installment basis. 
The agent’s service to them should 
include anticipating this and offering 
it to them. Some people appreciate 
being contacted by their agent at other 
than billing times. Even birthday or 
Christmas cards are beneficial in this 
particular area. 


Awareness Of Markets 


How is the agent to make himself 
aware of what exactly his market 
wants? Mr. Kunkel said there are two 
ways of finding this out: Recognize the 
character of the individual community 
and the things that are happening to 
it so far as insurance trends are con- 
cerned; and talk to people and ask 
them what they want. Find out if a 
particular company or agency is grow- 
ing abnormally fast, keep track of the 
walk-in business to see if it is increas- 
ing or decreasing, follow up on pros- 
pects that are lost or customers who 
renew elsewhere, and find out the rea- 
sons for their actions. 

All of these things will keep the 
agent abreast of what’s going on in 
his community. And if he knows what’s 
going on, if he knows what sort of in- 
centive his market is responding to, if 
he knows what his customers want and 
expect, it will be much easier to iden- 
tify the things which he’ll have to do 
to earn their business. 





ties rather than close offices “in order 
that the agents in Ohio are able to 
compete in a more aggressive manner 


‘through faster and more complete ser- 


vice to their clients.” The Ohio bureau 
has recently concluded a consolidation 
program which included the closing of 
one of its offices. 


Commend Big I Users 


The agents commended companies 
whose advertising uses the Big I sym- 
bol; praised leadership of NAIA in the 
advertising program with appreciation 
for the development of the CAPE 
program; reaffirmed its policy in op- 
position to compulsary auto; reaf- 
firmed policy in support of competi- 
tive workmen’s compensation (Ohio 
has a monopolistic state fund for WC); 
commended the last general assembly 
which “steadfastly refused to pass 
legislation that was not in the public 
interest, but did enact legislation which 
will up grade the level of the insurance 
industry in Ohio,” and reaffirmed op- 
position to the intervention of federal 
controls at all levels of insurance. 


Insured Entitled To 
Know Of Cover Change 


An insurance company has the right 
to alter a renewal policy but “common 
fairness and legal duty” dictate that 
insured be notified so he can suitably 
protect himself, the New Jersey su- 
preme court ruled in Bauman vs Royal 
Indemnity. The court added that notice 
of alteration can be done in simple 
fashion. 

Accordingly the court reversed a 
lower court decision which had dis- 
missed a suit brought by Walter O. 
Bauman of West Orange, N. J., against 


Royal Indemnity. He sought reimburse- 
ment of $1,230 in workmen’s compen- 
sation he paid to a domestic employe. 
The employe had received an initial 
award of $232 which had been paid by 
the agent who wrote the insurance. 

Bauman contended that the renewal 
policy had been changed to exclude 
WC coverage but that he had not been 
informed of the change. The lower 
court held that the renewal policy was 
controlling and dismissed the action. 
Had The Right To Alter 

The higher court said the insurer 
had the undoubted right, by appro- 
priate alteration in the terms of its 
policies, to exclude such coverage on 
renewal. “But, in such event, common 
fairness as well as legal duty dictated 
that it call the lessened coverage to the 
attention of insured so that they might 
suitably protect themselves. This it 
might readily have done in simple 
fashion; for example, it might have 
attached to the renewal policies or for- 
warded with them slip notices to the 
effect that there had been language 
alterations and that the renewal pol- 
icies were not intended to provide any 
coverage whatever against workmen’s 
compensation claims.” 





CADILLAC ASSOCIATES, INC. 
Insurance Division 

29 E. Madison Bldg. 

Chicago 2, Illinois 


@ As the country’s largest executive 
placement service, we can find a man 
the career opportunity of a lifetime. 


@ Our national coverage puts us in 
touch with employers in any part of 
the country. 


@ Employers call on us in their search 
for EXECUTIVE Personnel. 


@ Opportunities are currently available 
in all categories: LIFE, FIRE, CASU- 
ALTY, BOND, A&H. 


@ CADILLAC is where more executives 
find their positions than any where 
in the world. 


H. J. ROBERTS, 
Manager - Insurance 


All inquiries and contacts 
are confidential. 














of this profitable business. 
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Hard-To-Place 
Liability Risks 





When faced with the opportunity to underwrite 
an unusual liability risk, successful producers 
from coast to coast have developed the habit of 
contacting Central Casualty Company 
of our conveniently located General Agents — 
for experienced counsel and practical assistance. 
Prompt quotations? Of course! Find out how our 
experience in handling out-of-the-ordinary liabil- 
ity risks can help you toward a substantial share 


— or one 





2B iS 
1633 CENTRAL STREET e EVANSTON, ILLINOIS e Davis 8-9600 


Please have your General Agent in my territory contact me about the 
following type (s) of hard-to-place liability risks: 


NAME COMPANY 
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Z-A Insuremen once again pace competition as they offer boiler 
= and machinery coverage in same multi-peril package for 
motel or apartmenti...and at reduced rates! Client 
gets more coverage under one policy with less fuss. 
Insureman writes one policy quicker, sells more with 


tNot yet available in all states 





Mr. Za packages boiler and machinery with 
motel or apartment policy! 














less effort, fewer calls. All part of Insuremanship*. Want to do 


business that way? So do we! 


ZURICH INSURANCE COMPANY 

AMERICAN GUARANJEE AND LIABILITY INSURANCE COMPANY 
ZURICH LIFE INSURANCE COMPANY (affiliate) 

ZURICH AMERICAN LIFE INSURANCE COMPANY (affiliate) 

111 West Jackson Boulevard, Chicago 4, Illinois, Phone: 922-3124 


OFFICES IN: New York, Boston, Providence, New Haven, Buffalo, 
Amsterdam, Orange, Philadelphia, Pittsburgh, Baltimore, Greens- 


boro, Charleston, Savannah, Atlanta, Birmingham, Canton, Cleve- 


land, Cincinnati, Detroit, Grand Rapids, Minneapolis, Milwaukee, 
Chicago, Jackson, Dallas, Des Moines, St. Louis, Kansas City, 


Denver, Seattle, Portland, Sacramento, San Francisco, Fresno, 


Los Angeles, Phoenix, Richmond. 
©1961 Zurich-American Insurance Companies *T™M 
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